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Backing up the Keds Sports Department for 
1942 with the Keds you have in stock. 


. UNITED STATES RUBBER COMPANY 














8733—Two Tone Tan Bal, 
Perforated Wing Tip, 
Vamp and Quarter, Oak 
Sole, Grain Insole, Leather 
Heel. B, C, D, 6-12. 


8732—Same as 8733 except 
Tan and White. 











T he merchant in the store, and the man in the 
street agree that Johnsonian is America’s Out- 
standing Performance Value in Shoes. The keen- 
est merchants in America are selling Johnsonian 
because of their obviously better styling, materials 
and workmanship. That’s the sort of “plus” that 
makes prompt profits and a growing business. To 
the man on the street, Johnsonian Performance 
Value means more for his shoe dollar, longer wear 
from better. looking shoes. When merchant and 
customer agree, that’s a combination to raise sales’ 
records. ... And, that’s what Johnsonian is doing! 
Investigate them today. Johnsonians are anitized 


_JOHNSONIAN DIVISION 





With Keen Judges OF 
PERFORMANCE VALUE 


a MMII Is The Choe 








Te | 
= | 
Pde 


Endicott-Johnson e¢ Endicott, New York 
New York City ¢ St. Louis, Missouri 





DREW’S SEVEN BASIC LASTS 


Three Drew Shoes, ideal for summer wear. 
Light-weight flexible welts, built over three 
of the Drew 7 Basic Lasts to insure that 
“sculptured-to-the-foot” fitting for which 
all Drew Shoes.are so well known. To give 
your customers the style they want and 
the comfort they need, fit them with these 
comfortable summer-cooling whites. Ali 
three are In Stock now. 


Arch Rest and Foot Friend Shoes to retail at $7.95 and $8.95. 
Dr. Hiss Shoes fo retail at $8.95 and $10.50. 


as =» Deca och keses Lhoed a 


THE IRVING DREW CORPORATION, LANCASTER, OHIO — New York, 746 Marbridge Bidg. 
Women's Fine Welts for Over Fifty Years 
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For 72 VeEAPs eee 


the name B. F, Goodrich has been known 


in peace times and war times as a mark of 


quality and leadership in rubber products. 


EE Goodrich Footwear 


KS) WATERTOWN, MASS. iG | 
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GRAINED GOATSKIN 


Yes, and for tailored shoes, too . 


Brogandi the famous rugged goatskin 


by. Evans. Brauer uses it with striking 


effect in this serviceable suit shoe. Hand- 
some and comfortable with a rich tex- 
: ture that resists scratches. 
Shoe by 


BRAUER BROS. SHOE CO. 
ST. LOUIS - MISSOURI 
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JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY 
Est. 1857 
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MATCHED PAIRS IN ACTION'|., 


WI 
In a world of action CELASTIC—the quality box toe — plays an important 


T 
part — sustaining the shape of the toe under conditions of extra hard wear . 


and preserving the comfort and character in Matched Pairs that modern 


shoemaking creates with speed and certainty. 


CELASTIC adds to shoe performance by creating a durable toe structure that 


is true to the last, firm in the shoe and trim on the foot. 


UNITED SHOE MACHINERY CORPORATION 





First of a series of camera master- 
pieces of motion by the famous 
Gjon Mili, made exclusively for the 
United Shoe Machinery Corporation. 


IN THE FACTORY 
Ease of toe lasting wins the ap- 


EVERY PAIR OF SHOES MADE proval of manufacturersand their 
operators. Heat and moisture can- 
not change the structure or shape 
of a toe formed with CELASTIC. 


TO FEET IN MOTION ..... 


AT THE 
FITTING STOOL 

In footwear for the war workers of CELASTIC reproducesand main- 
tains the character lines of the 


America there is no surer protection lest, Tho acsusney thes achieves 
is appreciated by the ghoe store 


man—sought after by the con- 
of toe comfort and appearance than sumer. 


box toes of CELASTIC. 


ON THE FOOT 


The wearer finds comfort and 
satisfaction in toes that remain 

BOSTON, MASSACHUSETTS as formed to the last; in toe lin- 
ings that will not wrinkle; in tip 
lines that are flexible. 















Official Two-Color POSTERS 
for National FOOT HEALTH WEEK 


ORDER NOW! 







«@ These compelling, colorful 


posters are a necessary part 
of your Foot Health Week 


promotion ! 











Use them in your window displays and 
for store decoration. Use them in the 
windows of vacant stores. Use them in 
conspicuous spots all over town. They 
will give a final, powerful tie-up in any 
well-planned promotion program. 


Why not place a quantity order for all 
stores in your community cooperating in 















National 


FOOT HEALTH WEEK 
April 20th to 25th 


rOUT HEALTH 













These official Posters are BLACK and GREEN 
on heavy offset paper, size 17 x 22 inches 


5 for $2.50 100 for $21.00 20 for $5.25 
10 for $3.75 (WE PAY POSTAGE) 30 for $7.25 





















MATRICES OF FOUR 
FOOT HEALTH WEEK 

























R. E. ANDRUSS—BOOT AND SHOE RECORDER TRA 
| POSTERS 100 East 42nd St., New York BAUS aww 
/ SHIPPED Please send us............ FOOT HEALTH WEEK POSTERS, $1.00 
peey ese o4ays SETS of matrices of FOOT HEALTH WEEK 
F Ez: A T ILLUSTRATIONS. Included are reproduction 
.. ... Cheek (or Money Order) enclosed, or...... Mail C.0.D. of Food Health Week Post- 
7 plus postage. er in two sizes, and two 
MC CHE MRS soo ss sc 2s ; Goemeehe voweens ooo baa’ other timely illustrations 
RT LR Ee SSS a ee for your 
Os | Se ee ae oe ey preter a ‘FOOT HEALTH WEEK 
ee ADVERTISING 
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AN EYE TO THE FUTURE 


Gil “IT'S THE MEN WITH 
oy YOUR GALOSHES, DEAR!” 








AN EYE TO THE FUTURE 





70 
“SEEMS UKE A LOT OF TROUBLE JUST 
PROTECT THE FAMILY GALOSHES! 











cre appearing in April in 
Journal, Farm and Sportsmen's magazine: 


Tell your customers how to get 
the most out of their rubber footwear 


@ In selling rubber footwear you can render a valuable service 

to your customers by telling them “how to get the most out of 
their rubber footwear.” They will appreciate this type of “Service 
Information” —it will build good will for you and your store. 
@ Hood is running the series of National Advertisements 
illustrated above to help conserve every possible pair of 
rubber footwear and to help consumers get maximum 

service from each pair purchased. @ Hood is helping you to 

help your customers “Get the most out of their Rubber Footwear.” 
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NOW THAT TIRE-LESS CARS a ye 


CALL FOR TIRELESS FEET CLO 
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The new era of “pavement pounding” makes com- 
fort the first requisite of any shoes...and that’s 
where Florsheim Walking Shoes shine! Built of the 
finest leathers...on lasts that provide extra toe- 
room and instant flexibility ...they make walking 
the pleasant, healthful exercise it should be. And 


Florsheim Quality gives you extra miles of wear! 


TO RETAIL AT Summer Styles SO and up 
Regular Sigler Sf()50 and np 


THE FLORSHEIM SHOE COMPANY « Manufacturers « CHICAGO « Makers of Fine Shoes for Men and Women 
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Timely Themes for Mother's Day 
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P ty CS every stock needs now... 


ready for immediate shipment 


The dollar volume of Spring 
and Summer business is still 
done on Style merchandise. 
Each of these shoes fills an indi- 
vidual spot for volume sell- 
ing — with the customary 
MODEART feature . . . “more 
NET profit for you.” 

ES developments suggest the 


sine: may. So Rated i - which 


1022. To be worn with slacks, styles can be stecked—we recom 
mend your order be rushed po 1025. To be worn anywhere, any- 


sweater and skirt or any day time . ; 
outfit. White suede, 971 trim, 12/8 time. White maracain, 971 trim, 
Mello top, Savoy last, 16/8 BL 


on top heel, full length sole. C heel 


33.90 . $6;:2° 





270-30 days WILTON at AAAA —B 
1024. For complet +9 
fit. White maracain elasticized, 

16/8 BL heel. 





G 


1021. Not a growing-girl’s style. 

A 9/8 snug fitting pump of white 1023. New “dragon’s tail” bow 
maracain, 971 trim, heavy full for dress up. White maracain, 
length sole. Savoy last, 16/8 BL heel. 


SHOES 


MOULTON BARTLEY, INC. 


1627 LOCUST STREET SAINT LOUIS, MO. 
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“CONVERTING industry into pro- 
duction for war” was the basis of an 
important conference of business 
paper editors, with the WPB of- 
ficials. At that meeting, Arthur D. 
Anderson said: “We are doing a 
job now in producing as many 


shoes as you need for the armed 
forces, but there has now come up 
the need for producing shoes for 
Russia and other places, which 
means heavier types of shoes, heav- 
ier lasts, all the conversion to make 
different types of shoes. Now, is 
that going to be tremendously ex- 
panded too?” 

Donald Nelson answered: “Why, 
I think it will have to be. I heard a 
military man say the other day that 
part of the reason for the success of 
the Russian Army was the fact that 
they had the right boots’ for Winter 
wear in Russia and the Germans 
didn’t. Even the boot may be an 
important military thing. 

“I think we can’t think today in 
terms of any particular industry 
that won’t have to be expanded or 
converted to doing things. Now, we 
have to be careful, and we want to 
be sure to be careful that we do take 


April 4, 1942 


APRIL 4, 


olce 


1942 


the 46 ade 


care of the essential civilian needs, 
but I am positive, too, gentlemen, 
that the essential civilian needs are 
a lot, lot less than anybody even 
thinks about today as being things 
that they can do without. 

“When we say essential civilian 
needs, we mean that, and we are 
going to have to go into tremendous 
campaigns of conservat:on, perhaps, 
of shoes just as we are with rubber 
tires, of showing the people how we 
can save rubber tires, how we can 
keep the present reserve stock we 
have on rubber tires, and I think 





that each and every one of us has 
done everything he can do to con- 
serve that rubber. I think that con- 
servation of the things that we need, 
of these essential materials, is so 
very, very important, and it is going 
to be important even in the shoe in- 
dustry. We thought we had plenty 
of leather, and we are going to have 
to conserve even leather by making 
those shoes, perhaps, of a kind that 
will wear longer. We have a prob- 
lem to meet, and we have to meet it 
no matter how much it costs us in 
pride and luxury—just necessities.” 


So they're cutting the cuffs off boys’ 
pants as well! Even the retailer who 
has stock on hand must remove the 
cuffs if alterations in the length of 
the trousers are required (and most 
are). Believe it or not, that little 
luxury, the cuff, approximates 2 per 


THEY CLIP ME ~ TO SAVE 
MATERIALS ——— 





cent of the cloth in the average suit 
and they figure out that eliminating 
the cuff will furnish sufficient re- 
processed wool to produce more 
than 300,000 suits. 

Just goes to show you the infinite 
wisdom of the statistician — who 
goes still further: 

Thanks WPB from whom all 
blessings flow ; there'll be less canned 
music here below. Shutdown on 
manufacture of juke boxes or auto- 
matic phonographs, noisy fixtures of 
the American scene, makes these fig- 
ures interesting: A single one of the 
larger juke boxes contains enough 
brass to make 750 cartridge cases. 
The aluminum in 125 of the bigger 
juke boxes would make one fighter 
plane. The steel in one large juke 
box totals 130 pounds, which would 
make five light machine guns. Into 
such a juke box go 42 pounds of 
plastics which might better be 42 








pounds of installation pieces—con- 
trol panels and so forth—on Army 


or Navy planes. 
a” * * 


WEIR STEWART of Marshall, 
Meadows & Stewart, Auburn, New 
York, says: 

“MATCHED PAIRS IN ACTION 
is a real contribution to the study 
of footwear for war workers. When 
1 saw that amazing series of motion 
studies by Gjon Mili, I think I rec- 
ognized the girl in uniform as none 
vther than Deanne Fureau, who ap- 
peared on the front cover of the 
March AMERICAN magazine. In 
fact, I recognized the shoes! 

“Industry has a lot to learn as to 
what goes on inside of a shoe and 
these pictures reveal in consecutive 
walking steps the various things that 
play a part in footwear . . . what 
happens to the box toe, the grip of 
the counter, the weight and pres- 
sures with each step and the relaxa- 
tion from the lift of that step. 

“We are certainly learning more 
and more about footwear when we 


can study MATCHED PAIRS IN 





WILLIAM COX, buyer for the first 
floor women’s shoe department at 
the Imperial Shoe Store in ‘New 
Orleans, La., believes in giving the 
store a “tropical atmosphere”— 
which is being accomplished by cov- 
ering every display table, shoe win- 
dow and even the floor of the depart- 
ment with Mexican sleeping mats 
imported from Mexico City. Play 
shoes and casuals represented a sub- 
stantial amount of the $160,000 
volume achieved by Mr. Cox last 
year. Consequently, Mr. Cox has 
reproduced in the department a 
tropical atmosphere of unusual pro- 
portions, by draping 8-ft. sections of 
sleeping mats on the walls, backing 
up every window display with the 
same materials, and scattering them 
to form aisles about the selling floor. 
The mats, constructed of tall cane 
stalks bound together with sisal 


strands, were imported from Mexico 


12 





A PARADOX 


7 


—This war and its industrial con- 
versions has certainly brought 
about some fantastic results. 

—We are told that a maker of 
merry-go-rounds has, for some 
time, been producing (among 
— sae mah for bombers 
and pursuit planes. 

—From the play-zone to the war- 
zone—what a sad contrast! 

—And just as tragic is the case of 
the age a ene ot 
oratory that is producing dea 
explosives in one department and 
life-saving drugs in another de- 
partment. 

—Seems as though the greater part 
of human effort is today aimed 
at destroying lives; while the 
smaller part is attempting to 
save lives. 

—Let's hope and pray that this 
smaller part wins out in Man's 
grim contest of annihilation. 





a 


President 





City and in combination with minia- 
ture palms throughout the store. 
make a unique impression on the 
play shoe prospect. 
- aa * 

CORRECTION, please! Typograph- 
ic errors do happen. We wrote in 
quoting W. G. Klein, Sr. of Park 
Avenue, Indianapolis, Ind. (March 
21 issue, p. 13), “. . . Like a voice 
in the wilderness it fought every 
evil and today is doing it; and this 
strong voice now has plenty of lis- 
teners and Receptive minds. . . .” 
and it came out “deceptive minds.” 

Oh-C-D printer! ! 

” * * 

ERWIN H. SCHELL, head of the 
Department of Business and Engi- 
neering Administration, Massachu- 
setts Institute of Technology, in his 
talk before the Third New England 
Sales Management Conference, said: 

“We must hold our customers 
with us. The supreme importance 
of maintaining past customer buy- 


ing habits lies in this responsibility 
of product development. 

“Product development is good will 
development in this field. To hold 
your distributors by any legitimate 
means is to enable them in turn to 
hold their customers, which means 
the presence of something to sell, 
something which their customers 
have hitherto bought in about the 
same way, in about the same rela- 
tive price level in terms of their buy- 
ing capacity and in about the same 


frequency.” 
* - * 


THE International Flower Show 
came to New York and in all the 
history of this great horticultural 
enterprise, it never had a comparable 
audience. They sold more flower 
seeds and tons of vegetable seeds 
for Victory Gardens. As W. Atlee 
Burpee put it: “It will help you to 
bear the war.” 

Flowers do play a part in the 
morale of a nation. We suffered the 
same pangs of “Fair Feet” in cover- 
ing the four floors in a full five 
hours ef plant pilgrimage. And then, 
to our amazement, we found that 





shoes play a part in gardening, aside 
from their pedal use. Believe it or 
not—they had “knee shoes”—a rub- 
ber pad nearly one and a half inches 
thick, fastened with straps and 
buckles, heavier than basketball or 
football knee-guards and almost of 
the shape and contour of a house- 
maid’s knee. What's more—they 


sold! 


- 


* aa * 


J OHN BUSH of the Brown Shoe 
Company, St. Louis, Mo., and an 
active participant at the Men’s Style 
Committee meeting at the Styles 
Conference, told a story illustrative 
of the condition of the retail dealer 
today. Here it is: 

“There was a man who bought a 
house and planted a nice, new lawn. 
When the grass came up, it was filled 
with dandelions and the man tried 
every way to eliminate them. He 
used weed killers, etc., etc., but was 
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not at all successful. Finally he 
wrote to the Department of Agri- 
culture in Washington, asking their 
advice on low to get rid of the 
dandelions. And the Department of 
Agriculture wrote back: “You'll just 


have to learn to love them.’ ” 


Compo Machinery Corporation, Bos- 
ton, writes: 

“The slogan ‘Let’s Keep Feet Fit 
to Work or Fight’ is very good. I 
think you should add to it; or make 
a supplement to it, ‘Let’s Keep Feet 
Fit to Walk.’ 

“With the discontinuance of auto- 
motive manufacture and the rubber 
shortage which is resulting in the 
rationing of tires, there is going to 
be a great deal more walking, which 
means the wearing out of shoes. In 
part, I believe the demand for more 
shoes is the major reason for indus- 
try’s record production during Jan- 
uary and February of this year. 

“Incidentally, the necessity to 
economize and save essential mate- 
rials has already reflected itself in 
the increase in shoe repairing. Dur- 
ing the past nine months shoe re- 
pairing of the better type has more 


than doubled and is still increasing.” 
* * * 


JACK DEVLIN of the Devlin Shoe 
Den, Stockton, Calif., says: 

“Our shop has some local reputa- 
tion for proper fitting and the Army 
size schedule and ours differ mate- 
rially. So maybe we are wrong! 
There is an Army Post near our 
town and, around pay day, we do a 
brisk business with the soldier. One 
afternoon last week, we served three 
soldiers hand-running. Each one had 
G. I. shoes size 814 E. One needed 
a 9 D, one a 9% C and the third, a 
10% B. 

~“On questioning these men, we 
received the same answer: “This is 
the size the Supply Sergeant said I 
should wear.’ Our fourth soldier 
was wearing size 8% A and it was 
an excellent fit. To our question, 
he replied‘that there wasn’t much 
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doing the day he got his uniform 
and shoes and they allowed him to 
do his own selecting. 

“One young soldier came in last 
week with a size 8 C foot in a size 
8 EE Army shoe. He said that when 
he was fitted they gave him two 
buckets of sand to hold. He stood 
in his shoes and an officer felt them 
over and said, “Okay.” He com- 
plained it was impossible to hold 
the buckets to make the shoes fit 
while pumping gasoline into the 
planes at Stockton Field! 

“So what—more business for me 


and good business, too.” 
aa * * 


FRESHEN up your office or your 
store with new colors on the wall. 
It will give a lift to your customers 
and to you, at very little cost. How- 
ard Ketcham, the great color au- 
thority, did a friendly chore for 
Clare E. Nelson, when he opened 
his office in the Marbridge Build- 
ing. He says: 

“With the growing recognition 
and use of Nature’s laws of colora- 
tion, called Quantacolor, unique, 
visible quality, combined with 
proper function has been imparted 
to the business home of C. E. Nel- 


son, Inc. Mr. Nelson’s own private 
office has been treated with the 
colors that best represent the 


warmth of morning light. Every 
color in his room is fresh, warm and 
cheerful—which results in an ef- 
fect of vigorous simplicity. 
“The display room has plenty of 
dignity achieved by the atmospheric 
THIS 1S OUR me cea OF Noon BBY 





quality of the colors that character- 
ize the vibrant lighting of noon day. 
These colors are best as an unobtru- 
sive background for a wide variety 
of colored merchandise. The re- 
ception room provides a glowing, 
yet restful note of welcome in the 
rich, mellow colors utilized there. 
Another office effectually illustrates 
the chalky cool tones which seem 
at once to enlarge and ‘dress up’ 
any conventionally-shaped room.” 
If you want an idea.as to what 
color can do to make four rooms 
develop a mood and character in- 
dividually their own, drop in and 
meet that friendly guy, C. E. Nelson. 


"Sure, it gets tiresome; but | got squashy, flexible feet and it's the only way these Army 


shoes feel right." 
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* Washington Newsreel 


|NDUSTRIALISTS who come to Washington expecting 
to see WPB Chairman Donald M. Nelson without a 
previous appointment are being disappointed these days. 

They are greeted tactfully by a receptionist in the red 
plush-carpeted ante-room with a request to state their 
business. The matter is then relayed to one of Mr. 
Nelson’s secretaries. These ladies, though competent, are 
by no means able to cope with the queries of business 
men with war production problems to solve. They do 
not attempt to, but refer business men to some WPB 
Division head who may or may not know Mr. Nelson’s 
policy. This is usually a matter of irritation because 
Mr. Nelson has not delegated to anyone the power to 
say yes or no from his standpoint. 


Nor is there any second or third in command in Mr. 
Nelson’s immediate office empowered to answer the ques- 
tions of more important visitors. Mr. Nelson himself 
is often engaged at present in answering the questions 
of Congressmen in connection with WPB didoes or the 
Nelsonian reaction to labor legislation. 


( HAIRMAN NELSON recently delegated the following 
powers to Leon Henderson as Director of Civilian Sup- 
ply: 

1. The Director of Civilian Supply is responsible for 
civilian needs, and, therefore, for decisions of the WPB 
regarding critical materials, facilities and services as 
they relate to (a) the health and productive capacity 
of the population of the country or (b) essential work 
of business establishments other than war production. 

2. After consultation with the appropriate industry 
branches, formulate and recommend programs to the 
Requirements Committee for the allocation of materials, 
fuel, power, articles, other commodities, machinery, 
plant facilities, and essential services available for 
civilian use among competing civilian demands which 
shall include the substantive policies and schedules nec- 
essary to an equitable distribution in the public interest. 


. * * 


AWARDS have been made by the Quartermaster Corps 
to the United States Rubber Co., Naugatuck, Conn., for 
14,813 pairs of gymnasium shoes at $11,702 and for 
2316 pairs of waders at $22,326. 
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PICTURE ON OPPOSITE PAGE 


Tallying in shoes at the front gate of one of the Quarter- 
master Corps’ new mobile shoe repair shops which will 


save thousands of dollars and many feet by providing - 


quick repair of shoes in the field. 
Photo by U. S. Army Signal Corps 
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PERHAPS because it has a superabundance itself, 
Washington is not jamming the air waves as it was up 
to recently about complacency. The rather hysterical 
shrieks, smugly condemning the country for its smug- 
ness and lethargic indifference over the war, bounced 
back sharply. Granting that the country still is not as 
fully aroused as it should be over the blood, sweat and 
tears that confronts it, it responded with a collective 
charge, in effect, that there is no place comparable with 
Washington, D. C., for concentrated complacency, and 
politics as usual, with its ever growing bureaus swarm- 
ing with parasitic payrollers either doing nothing or 
engaged in boondoggling activities, stumbling over each 
other and gumming up the war effort. An angry coun- 
try, seeing these things, hurled back with vigorous effect 
the charge of complacency. Which made Washington 
shiver in its political boots, face about and casually 
broadcast to the nation that the people never were and 


are not complacent! 
” * * 


PLANS are being prepared by WPB to divide the 
country into 12 to 14 regions and to appoint a director 
for each. The Directors will be in charge of all WPB 
field offices and will report to the Bureau of Field Oper- 
ations in Washington. By establishing regional offices 
WPB will bring its work and relations with industry 
into closer contact, it claimed. ; 


* » om 


ALL construction, except direct defense and those struc- 
tures now operating under a preference rating, will be 
stopped by WPB shortly, so that vital metals and other 
materials may be directed to the war effort. After the 
stop date, all new construction must be licensed and the 
limits of license issuance policy in the case of residences 
will probably be none except to house war workers. 
Bars, bowling alleys and similar structures will be out, 
and even agricultural buildings will be restricted, if 
allowed at all, on a minimum of metals basis. The 
order is not in final form, and may be changed in 
greater or lesser degree, but it is definite that WPB is 
going to take this action. 


DECORATION of tin cans with enamel is out. Enamel, 
says WPB’s Division of Industry Operations, is needed 
to coat vitally needed military supplies. So on March 23 
it issued Conservation Order M-108 providing that oils, 
lacquers, enamels, resins and gums shall no longer be 
used as exterior coatings on cans made of tinplate or 
terneplate, unless the coating serves a particularly useful 
purpose. Exceptions were listed. 











FASHION, TOO. 


In foreground. Simple sheath evening dress recom- 
mended for Fall. The satin high heel ballet-laced slip- 
pers of Shocking Pink are one of several brilliant color 
notes against the black dress. In background right. Sim- 
ple fine black afternoon dress shown here with black hat 
and fox furs for afternoon wear. Different accessories 
make it suitable for office or evening wear. Note black 
ankle strap on platform sole and rayon mesh stockings. 
Brilliant green gloves. 


THERE need be no blackout in the fashion industry if 
creators and manufacturers live up to their reputation 
for inventiveness. Already, they have begun to show 
what they can do when necessity drives them to it. Ho- 
siery manufacturers have given a noteworthy example 
of how a great industry can take it on the chin and still 
keep smiling . . . and still keep in business. Other 
branches of the women’s clothing and accessory indus- 
try are also showing their adaptability and ingenuity. 
The manufacturers of costume jewelry and of rubber 
and rubber-soled footwear are outstanding examples. 
(You will remember our February 28 story on “Rubber 
Firms Carry On”, and our March 14 feature “No 
Priorities on New Fashion Ideas”.) 

Fashions illustrated here show what is being done 
with pale colors in garment fabrics; undyed stockings, 
gloves and sweaters and furs; the use of rayon and cot- 
ton hosiery yarns, plastic jewelry; slimmer silhouettes; 
omission of such unnecessary details as collars and 
cuffs. These five basic costumes . . . we show two in the 
one photograph on the far left . . . were presented re- 
cently at the N.S.R.A. Style Conference at the Waldorf- 


Astoria to show what can be done to make compliance 


Slacks suit, typical of well-tailored 1942 slacks. 
Growing popularity of slacks increases importance 
of slacks shoes on very low or wedge heels. Shown 
here in a monk type in black to pick up the color 
of sweater and beret. The suit of grey rayon flan- 
nel is collarless and cuffless in both sleeves and 
trousers ...a.good example of new dye and fabric 
saving style ideas. 


with Government restrictions go hand in hand with 
smart, attractive styles for Fall. Out of every war, the 
historians of fashion tell us, comes a wealth of new 
styles. This war will be no exception. 


Color, but with Economy 

Practical advice given at this show emphasized the 
need to study the materials available with new eyes. 
Colors . . . it was suggested . . . can be used in new ways. 
Less painstaking matching, more uses of brilliant con- 
trasting touches, was the suggestion. For instance, with 
the black evening dress, three vivid colors were used in 
small areas as accent notes. The model wore a touch of 
brilliant green on her black lace headdress; a red rose 
on her black lace bag, echoing the lighter tone of the 
Shocking Pink slippers; bright golden yellow gloves. 
There was no feeling of any overdoing of color or of a 
crazy quilt effect because the main color was black and 
the brilliant contrasts were cleverly and discreetly used. 
In the all-black afternoon costume, shown in the same 
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CAN TAKE IT 


New dye-saving ideas, in this light colored country 
suit with matching hat and undyed beaver coat. 
White cotton sweater, white ribbed cotton mesh 
hose and gloves carry still further the same idea 
“Priority jewelry”. of plastic, looking like gold. 
Shoes of brown suede, very low heel buckle monk 
type. This basic country suit shown dressed up for 
town in two ways, including a low heel red shoe 
and higher heel red pump. 


photograph, the only accent is the striking green of the 
gloves. With the town suit, rust set off the otherwise 
black costume. Sometimes, a brilliant kerchief was the 
one vivid accent of the entire costume. Again, a red 
shoe was the highlight. 


Maximum Use of Accessories 

This year accessories, beginning with the fundamental 
accessory the shoe, will come into their own. If clothes 
are to be simpler and more basic . . . and Washington 
has decreed that they will be. . . then variety and style 
interest will depend more and more on accessories. Sev- 
eral sets of accessories can change a basic country tweed 
suit from an out-of-town costume to a casual town or 
to a somewhat more formal town costume. This idea 


was well-illustrated at the N.S.R.A. Style Show. 


Definite Trends Developing 


Directly the results of the Government rationing of 
yarns, dyes, etc., are some new trends. One of these is 
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Basic town suit with black jacket and two skirts .. . 

one black and one rust. Change of some accessories 

were made with the different skirts. The shoe worn 

with both was a black suede slipon on a very low heel. 

Sheer two-thread cotton stockings was another interest- 
ing style idea. 


In Spite of Wartime Restrictions, the Fall 1942 
Style Picture Can Be as Cheerful This Year as 
Any Other. Designers, Manufacturers and Re- 
tailers of Women's Clothes Can Continue to Do 
Their Job and at the Same Time Give Full Co- 
operation to the Government. All It Takes Is the 
Will to Succeed, Plus a Good Stock of Patience, 
Ingenuity and Adaptability. 


by ELEANOR RUTLEDGE 


the predicted vogue for undyed yarns in suits and coats 
or the very pale color range, requiring less dye chemi- 
cals. Also an increased use of undyed stockings, white 
gloves, sweaters, etc. Along with some of these acces- 
sories goes a “coarse look” which comes from the use 
of cotton mesh, knitted and crocheted accessories or 
accessory trimmings. Speaking of cotton, by the bye, 
we should very soon be preparing the consumer for a 
shortage of cotton, especially in stockings. At the 
N.R.D.G.A. Convention in January Mr. Constantine, 
president of the National Association of Hosiery Manu- 
facturers, gave cotton yarn a “poor” third place with 
rayon first as a source of supply. 








DAVID BUSH 


WHEN a young man has business ability and the cour- 
age of his own convictions, there’s little that can stop 
him from achieving what he sets out to do. David Bush 
and Joseph Fuchs, owners of David’s Buster Brown 
Shoe Store in Phoenix, Ariz., have proved it. 

Not long ago Mr. Bush worked in the shoe department 
at R. H. Macy & Company, New York. He had ambition, 
and plans that some day he would have ownership in his 
own store. Last Fall he and Joe Fuchs, with extensive 
experience as manager of a Phoenix shoe store, put those 
plans to work. 


IN September, Mr. Bush and Mr. Fuchs opened their 
store. Phoenix is a thriving commugity and one in 


which competition is plentiful. Theyfrealized that their 
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Looking from the front entrance the store presents this 

modern design and appearance. In the rear is the chil- 

dren’s section with picture-frame display niches in its 
semi-circular walls. 


“GO WEST. 
YOUNG MAN...” 


store would have to be exceptional if it was to succeed 
in a city such as Phoenix. 

They enlisted the help of experts made available by 
their adoption of the Brown Plan; they received advice 
in merchandising, advertising and store planning which 
was of great help in starting their business. Today, 
David's is one of the most attractive stores in the city. 
The store front makes use of a tremendous sign, in- 
directly lighted. Double doors and a view into the store 
from the street attract the passer-by. 


ENTERING the store, the men’s section is located at the 
right, with attractive blond wood fixtures and display 
cabinets. Since this section is located immediately inside 
of the entrance, it is possible for men to make their pur- 
chases without walking through the women’s section. 
The women’s section, beyond the men’s, is similarly 
furnished in blond finish woodwork. A hosiery and 
handbag counter is at the left, and children’s shoes are 
sold in the rear of the store, Stock, except that of men’s 
shoes which is kept in the men’s section, is located in 
the rear of the store, behind curtained alcoves. Shadow 
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THAT'S THE INSPIRATION THAT LED DAVID BUSH OF 


NEW YORK TO ENTER RETAIL SHOE BUSINESS IN PHOENIX, 


ARIZONA. HE'S PROVED THAT IT WAS GOOD ADVICE. 


Directly to the right of the entrance is the small, com- 
pact but efficient men’s department, set off from the resi 
of the store by display top fixtures. 





JOSEPH FUCHS 


boxes line the curved rear wall and serve as attention- 
compelling displays. 

The store is furnished entirely in light tones. Fluor- 
escent lighting provides a soft, natural light, and the 
store is completely air-conditioned. 

Since opening last September, Mr. Bush and Mr. 
Fuchs have built up a profitable business, with a volume 
far exceeding their expectations. 


Directly off the entrance in the center of the store, 
is the women’s section with a complete hosiery and 
handbag bar to the left. All fixtures in the store are 
of blond wood and stock for the women’s and chil- 


dren’s departments is concealed at the rear of the store. 
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MERRILL A. WATSON 


Executive Vice-President, Tanners Council 


From an Address by Merrill A. Watson, Executive V ice-Presi- 
dent of the Tanners Council of America, at the Recent NS.- 


R.A. Style Conference, Held in Conjunction with the Coun- 


cil’s Falt Leather Showing in New York. 


QUR industries are confronted by conditions without 
any parallel in the past. Not even the first World War 
can serve as an adequate measure of what is in store 
for tanners, manufacturers and shoe retailers, or be an 
adequate guide to policy in these industries. This war 
is revamping the basic economic facts underlying the 
structure of our industries, and unless we discard rou- 
tine habits of thinking, we shall not comprehend the 
pattern of future months, 

First and most important of all, our conscious and 
unconscious thinking in the shoe and leather industries 
has been conditioned by an economy of abundance. For 
almost a generation, through depression or prosperity, 
we have never questioned the magnitude of our re- 
sources, the unlimited possibilities of greater volume. 
There never was any reason to doubt that more shoes 
could be made and more leather obtained. We took it 
for granted that the problem of supply was solved, and 
obtaining goods was far less vexing than avoiding 
salesmen with goods to offer. Not even the growing 
shadow of war last year could dispel the bright hope 
that somehow or other the genius of America would 
rise to the occasion and produce guns as well as butter 
in an inexhaustible stream. 

That is the sort of psychological background, the 
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Shoe and 
Leather 


mental climate from which we have to free ourselves 
in order to see present facts realistically. There always 
is a certain discomfort in cutting loose from accus- 
It would be pleasant to go on think- 
ing that we can get all we need to satisfy insatiable 
demand by turning on the faucet or by picking up the 
telephone. That era is done; it is finished for most 
civilian goods as long as this war lasts. What has taken 
place elsewhere in the world must happen here, because 
there can be no compromise with the material demands 


tomed moorings. 


of war and of victory. The transition from abundance 
to the economic realities of war and slowly growing 
scarcities has to be understood plainly and clearly in 
the shoe and leather industries if we are to perform our 
proper part in the national war effort. It must not and 
cannot be passively taken by us as an alarming or dis- 
quieting change in business. On the contrary, that 
transition must be accepted as an essential obligation 
in order that military requirements be met first and 
national resources be conserved. 

The concrete facts of supply and demand can be 
summarized very briefly. Our armed forces are ex- 
panding at a rate which will bring millions more men 
under arms this year, and possibly double the total 
number again in 1943. To equip forces of that size 
will require far more raw material and finished leather 
than in 194]. Last year, the leather industries were 
able to take in stride the greatest military demand since 
1918, together with record commercial consumption. 
There was no need in 194] to guarantee the priority 
of military needs by specific regulation or order because 
the tanneries of the nation were producing and deliv- 
ering enormous quantities of leather. However, even if 
that rate of leather production were maintained in 1942, 
it would not be sufficient for the scope of present war 
needs and undiminished «civilian use. 


LAST year the equipment of soldiers aad‘sailors with 
footwear, gloves, leather clothing, and the dozens of 
other items of equipage made of leather; called for some 
2 or 214 million cattlehides, perhaps 600,000 calfskins, 
about 3 million shearlings, a few hundred thousand 
goatskins, and 400,000 or 500,000 horsehides. Those 
quantities may be trebled and quadrupled in 1942. Our 
military needs may account for some 7 million cattle- 
hides, for a million calfskins, for all the shearlings avail- 
able in this country and abroad, for a million or more 
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Prospects in a Wartime Economy 


HOW GROWING ARMY SHOE REQUIREMENTS AND GOVERNMENT 


RESTRICTIONS ON LEATHER AND OTHER MATERIALS ARE LIKELY 


TO AFFECT THE SUPPLY OF MERCHANDISE, AND THE QUALITY, 


STYLING AND DISTRIBUTION OF SHOES 


goatskins, and for the largest part of the horsehide 
supply. 

To understand the magnitude of these figures they 
must be compared with our domestic resources of hides 
and skins, our only certain supply. This year it is likely 
that we shall have some 18 million hides from domestic 
slaughter, about 12 million calfskins, and 20 million 
sheepskin. The national budget of leather needs and 
leather supply becomes unequivocally plain when prob- 
able needs ‘are contrasted with domestic supplies and 
with total consumption in 1941. For example, in cat- 
tlehides, the leather industry made available last year 
the equivalent of almost 28 million hides, imports of 
more than 8 million cattlehides supplementing our do- 
mestic resources. Of this total, only 2 or 2% million 
hides were absorbed in the production of military foot- 
wear and other products. Assuming that our imports 
remain equally large during the current year, the deduc- 
tion of increased military needs from the total supply 
leaves a much reduced quantity available for commer- 
cial use. On that basis, civilian needs would have to 
be trimmed to 20 or 21 million cattlehides as against 
25 or 26 million a year ago, a reduction of roughly 20 
per cent. 


IN other types of raw material the incidence of war 
needs in 1942 may probably have relatively less effect 
upon residual supplies for civilians. More calfskins, 
goatskins, or sheepskins will be required by the services, 
but these demands in relation to the total consumption 
would be smaller than in cattlehides. To take one in- 
stance, the use of calfskins for Navy shoes or any other 
military purpose might well leave better than 10 million 
skins for civilian use, a much smaller decrease than in 
éattlehides. Similarly, in comparison with the 40 mil- 
lion sheepskins and 45 million goatskins consumed in 
this country, an increase of two or three million skins 
in military demand is relatively small. Shearlings and 
horsehides are exceptions; all or the greater part of such 
leather will be wanted by the government. 

The picture indicated by the facts is not necessarily 
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an abrupt or radical change in supplies, for the prob- 
lem is not as clear cut as stopping the production of 
washing machines or radios. What has to be under- 
stood is the progressive pressure making itself felt upon 
leather supply as war necessities expand and multiply. 
The WPB order governing sole leather reserves 30 to 
35 per cent of the supply for the government. Upper 
leather needed for the Army and Navy this year may 
total more than 140 million feet, or better than 20 per 
cent of the normal consumption of all upper leather. 
Requirements on such a scale make potential demand 
greater than supply and an adjustment must occur in 
civilian consumption. Existing inventories of raw ma- 
terial and leather provide a buffer for the process of 
transition, but in the course of time the adjustment 
will have to be made. 


IT is important to mention here the need for modify- 
ing specifications for much of the military leather pur- 
chased. These specifications contain unnecessary ri- 
gidity and detail and were developed in a period when 
leather goods were purchased in relatively small quan- 
tities. Military leathers are now needed on a mass pro- 
duction basis. While modification will not mean any 
greater quantities of leather available for civilian goods, 
it will provide increased supplies from which these mili- 
tary leathers may be selected. 

The problem is not one of tanning capacity or shoe 
manufacturing capacity. Our domestic raw material 
resources must be supplemented by imports from Latin 
America, from Africa, Asia and the Antipodes. Ship- 
ping, therefore, represents the crux of the situation, and 
upon the availability of shipping tonnage depends the 
margin between domestic supplies and total supplies. 
From the outbreak of war in 1939 to December, 1941, 
a major portion of the exportable hide and skin sur- 
plus of the world has been coming to the United States. 
The hide and skin supplies of the raw material produc- 
ing nations could not go to the continent of Europe 
and had no other export outlets than the United States 

[TURN TO PAGE 35, PLEASE] 
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The Editor's 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Playing the Game Straight 


THERE never was a time when so many people knew 
so little about so much. So it behooves most of us to 
mind our own business and throw ourselves into our 
work with all the zest and interest and application pos- 
sible. Sure, it’s a bewildering mess, but feet need fitting 
and life goes on its accustomed way with the majority 
of us. The only thing we shouldn’t waste is time and 
I thought it quite wonderful for Dr. Murray S. Butler 
on his 80th birthday to say that he wasn’t interested in 
a forty-hour week. What he would like to see is a 
forty-hour day. 

There’s much too much of that frantic, frustrated look 
in the faces of shoe men for even if they are befogged 
and befuddled, there is no excuse for an attitude of 
bewilderment in every action of the day. It isn’t a case 
of where the shoe business has gone to hell-in-a-hack. 
So far, no one has been, even casually, hurt in shoes. 
There hasn’t been a failure or a bankruptcy or settle- 
ment due to any act of government, in any shoe store 
in America, that we know of. The common diseases 
that kill off business still prevail, but they have nothing 
to do with the war. 

Take a look about your community and you will see 
business after business that has had the “kiss of death” 
put upon it because metals and rubber and chemicals 
and vital things were needed for war. As Al Oldaker 
put it: “We are all inVolVed in this (double V) 
‘VV A R.’” And that answers all questions and solves 
all problems. 

So much for that. Now for the fireworks! Take a 
look at the pattern of what’s happening to other busi- 
nesses. Take a look at the Victory models that have 
appeared in everything from refrigerators to rubbers. 
In nearly every case they are alternates for things that 
had competitive values and qualities. That old slogan: 
“First in Quality” has had to give way to: “Make it 
of what you can. It will do for the emergency,” and 
this will continue until inventories are eaten up. Then 
will come the shoes that are built on a war economy. So 
far the American public coming into shoe stores has had 
“peacetime” quality standards. 

Here’s a piece of cold logic. We have been told that 
168. civilian products have been reduced to Victory 
model status. Is it to be expected that we can continue 
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to run “deuces wild”—without some recommendation 
to streamline into the War Economy trend? 

There was a lot of lip service given at the meetings 
in New York to reducing the number of styles. There 
was no compulsion behind it and each man, in his own 
light, is making his own decisions as to what it means. 
If we are wasteful and continue to be sinful in the light 
of dissipating our substance, we will find out that there 
is a strong hand inside the present velvet glove in Wash- 
ington. We haven’t been told what to do and if we 
mind our P’s and Q’s we won't; but we just can’t go 
on being “V” conscious in the sense of Volume. As 
we said before, weeks ago, instead of 500,000,000 pairs 
we are going to be extremely lucky if we can get away 
with 400,000,000 pairs of shoes. 

We certainly can make useful and interesting shoes 
fit for people who have walking to do. There is no need 
for making “eye-sores” simply because war has a ten- 
dency towards simplification and standardization. There 
has been no edict compelling people to be sour and glum 
sartorially. What we have got to do is make the best 
of what we have, whether we have less of weight and 
less of quality in sole leather; whether we have adhe- 
sives to smooth our backings against the leather (we 
made good shoes in the days when linings were loose). 
We can even make shoes without linings and may have 
to with war regulations. 

We have an opportunity to be ingenious and inven- 
tive and we also have the obligation of being informa- 
tive. When we frankly tell our public that these shoes 
contain no ingredients vital and essential to the conduct 
of the war, we are doing our economic part by adapting 
what is available to the needs of our people. No one 
asks for a lack of color and a lack of eye interest, but 
everyone should buy and build shoes for feet in motion. 
Shoes that are built for sitting down don’t serve war 
purposes. 

It is not playing the game when you bait the public 
with styles that haye no normal excuse other than sweet- 
ening the eye with variety, utility be damned. There 
is a very serious-minded public scrutinizing the acts of 
merchants and industry and the voice of that public is 
soon heard in the powder room, the very center of 
WPB, from whence comes the economic laws and their 
enforcement. 
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Three reasons why Cordigan is a wise investment 


leather for Fall. One, it’s trim as the fashions 
themselves. Two, it’s practical, polish- 
able. Three, it’s available in black, 
the official colors, and three 


promotional colors. 


CORDIGAN (Crushed Kidskin) 


STANDARD KID DDS 
cMlied Kid C oinpany 
South Street Boston Massachusetts 
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Experience and Youthful Ideas 
Make Father and Son Strong Team 


Harry Lederman Has Had 24 Years’ Experience in the Retail Shoe Field, 
the Last Four in His Own Store in Santa Monica, Calif. His Son, Stanley, 
Has Been Working in the Store for the Past Three Years and Is Respon- 
sible for Many of the Young !deas Successfully Carried Out by the Business 


HARRY LEDERMAN has been selling shoes at retail 
since 1918, with the past four years devoted to giving 
real shoe fitting service to the men and women of Santa 
Monica, California, in his own business. 

Stanley Lederman, his son, graduates from the Santa 
Monica High School next June yet he has been active 
on the store’s selling floor for three years. 

Stanley is bringing to the store the likes of the 
younger people. He is high-style minded so has been 
quite influential. in getting his father to play up the 
smart styled casual types which he finds interests every- 
one—young and old alike. 

This father and son team forms a happy combination 
with the son furnishing the youthful enthusiasm for 
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Stanley Lederman, standing, discusses new shoe 
styles with his father as the latter thumbs through 
the Recorver to see what the advertisers have to say. 


dramatizing new innovations, and the father instilling 
the practical schooling of a balanced conservative judg- 
ment. 

Dad gives son every possible chance to express his 
feelings and ideas, but, of course, tempers them in the 
light of good business training. 

Dad Lederman has promised Stanley a full-fledged 
partnership in the business on his 21st birthday, unless 
Uncle Sam has something to say in the meanwhile. 

So here’s to the Ledermans, who are-doing a swell job. 
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UNIFORM SHANK FIT 
Each shank fitting is made directly 
to the lasts of the shoe manufac- 
turer. After the shank is cut and 
formed, Vita-Tempering preserves 
the ACCURACY of fit and the 
UNIFORMITY of bend that is 
important to the science of shoe- 
making. 


DEPENDABLE RIGIDITY To identify shanks that are tougher, stronger and 
pi nae weet ve e a xh more uniform every box of Vita-Tempered Steel 
es Reninisind wenvidie te ep Shanks is labeled with the red V-T seal. 


porting STRENGTH needed for 
long shoe wear. Tests are made The result of metallurgical research, Vita-Tem- 
during production of every lot of . . 

chanks to coafem STRENGTE— pering is a new and different process—an engi- 
HARDNESS—TOUGHNESS. neering achievement that brings improvements 


CLEAN SHANKS to shoes and shoemaking. For extra protection 


The shanks, coming from the Vita- s 
Dinkins Gia ts ieee of quality, manufacturers use Vita-Tempered 


free of oll—ready for shipment— Steel Shanks. 
ready fcr insertion in the shoe. 
Clean shanks make cleaner shoes. 
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OTHER PEOPLE’S 


Everyone Can Help 


Merle Emry, of Emry’s Men’s Shop, 
in Spokane, Washington, is doing 


more than just selling shoes and’ 


men’s furnishings this season. As 
the new president of the Spokane Re- 
tail Bureau, one of his first major 
moves has been to start a carrying- 
home-parcel campaign in Spokane— 
and with considerable success. 

One hundred and fifty thousand 
red, white and blue stickers have been 
printed and distributed to the stores 
for pasting on bundles that customers 
consent to take with them. 

The stickers bear the slogan “I 
Save For Defense Materials by Car- 
rying” and they, and the feeling be- 
hind them, are being accepted one 
hundred per cent by the Spokane buy- 
ing public. 

_ +. * 

Two Displays for the Price 

of One 


One of the sound economies that 
might be developed for Springtime is 
a later Spring shoe window that can 
easily be converted into a Summer 
window display. As for example, 
backdrops, fixtures and props that can 
be retained for the changeover, double 
surface display signs and woodwork 
that can stay in place with another 
coat or two of flat white. 

* * * 

Look Out—It May Happen 

to You! _ 


A certain woman had been a cus- 
tomer of the store for a long time. 
She was pleasant to wait on, easy to 
sell, and paid her bills promptly. 


IDEAS 


by JOHN F. W. ANDERSON 


She doesn’t trade at that shoe store 
any more. ¥ 

Reason: The salespeople became 
too familiar with her. Their approach 
became too free and easy. They took 
her for granted. Suggestions became 
too haphazard and personal. 

Mora: Familiarity breeds con- 
tempt. In business respect your cus- 
tomer as you respect your merchan- 
dise, and as you expect the customer 
to respect you and your merchandise. 





THESE WINDOWS ARE 
JUST A SAMPLE 


of the enormous selection we 
have inside for you. So if you 
do not see what you want, just 
step in and ask for it. 

We have most styles in either 
black or brown. Don’t take 
change . .. take Defense Stamps. 











The above effective sign—in red, 
white and blue—appears in the win- 
dow of the London Character Shoe 
Store, Fordham Road, New York. 


* * 


Take a Good Look at Yourself 


Here’s an interesting arrangement 
recently seen in a new modern shoe 
store in Albany, New York: 

Open stock shelves are arranged 
along the left wall of the store as you 
enter the store which is of the long 
and narrow type. Fitting chairs are 
in a long row with their backs to the 
stock shelves. The wall opposite is 


covered with a huge mirror reaching 
from floor te ceiling and from front 
of the store to the rear. A mirror 
covered door is cut into the center of 
the mirror and Jeads to an additional 
stock room in the rear. We can see 
where some male customers might be- 
come self-conscious seeing so much 
of themselves at one time, but for 
women—what an attraction. (Inci- 
dentally, this was an exclusive wo- 


men’s store.) 
- * * 


Customers Will Listen to 
Reason—NOW ! 


One reason why purchasers of rub- 
ber footwear—including boots, rub- 
bers, and work shoes—invariably re- 
turn to the men’s shoe department at 
Famous-Barr, St. Louis, is the fact 
that buyer W. B. Jackson has made a 
point of educating his customers to 
take good, if not better, care of their 
rubber footwear. 


With every sale of rubber footwear, 
buyer Jackson and his salesmen em- 
phasize to the customer that it is a 
common practice for people to take 
poor care of rubber footwear, but 
nowadays they have a real incentive 
to be careful. 

“Most men kick off a pair ot 
galoshes and let them Iie on a damp, 
dirty floor for months at a time,” 
points out Mr. Jackson. “Also fishing 
boots are hung up when wet in a spot 
where the sun shines on them, rub- 
bers are hung on a nail and gener- 
ally given little care. We make a 
point of telling every purchaser of 
rubber footwear, that it is necessary 
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WORKING FOR DEFENSE ON OFFICE TIME 
(The Harrys Department Store, Mobile, Alabama) 


BEST §WEA 
-OF THE WEEK. 


O. P. Ideator—“All this talk about All Out for De- 
fense is great stuff, but outside of doing his regular job 
to the fullest, it is hard for us to see how the average 
shoe salesman can do much else to contribute to the 
war effort outside of a few hours a week during the 
evenings. And a shoe salesman is usually pretty tired 
at night after a full day over the fitting stool.” 

Mr. H. Friedlander—“That’s perfectly true, so pos- 
sibly you will be interested in the plan that we have 
worked out for the employees of our store. As you 
will see from the copy of the enclosed newspaper ad 
we are now closing on Wednesday mornings until | 
P.M. to give our people opportunity to do some real 
defense work.” 

O. P. Ideator—“That seems like a noble contribu- 
tion for your store to give to the war effort. How has 
it worked out?” 

Mr. Friediander—“As a matter of fact the plan has 
now been in effect at Harrys for two months and after 
this test we can sincerely say that it has been well 
received. Harrys’ employees are using their extra off- 
time for work with the Red Cross, Civilian Defense 
units and other wartime activities. We know that they 
are 100 per cent active and they have thrown them- 
selves into this work with fervor. The effect on the 


public too, and especially on our regular customers 
is gratifying. Without exception they seem to appre- 
ciate the plan to take interest in the work our employ- 
ees are doing.” 

O. P. Ideator—“But doesn't the store closing on 
Wednesday mornings completely disrupt the orderly 
conduct of your business?” 

Mr. Friedlander—“Looking at the idea from a strict- 
ly mercenary standpoint, we cannot tell where we are 
losing any business from the sacrifice of three store 
hours each week. Of course there is no accurate way 
to check this but we believe the interest taken by the 
public generally has more than offset any loss of busi- 
ness we have suffered, if any.” 

O. P. Ideator—“Proving that the public will show 
its tangible appreciations for a store’s contributions to 
the community and the country.” 

Mr. Friedlander—“And if every shoe and depart- 
ment store in the United States were to close three 
hours a week to allow employees extra time for defense 
work, think how much more defense work could be 
accomplished.” 

O. P. Ideator—“With this in mind we are going to 
tell this story to the other retailers of the country and 
reproduce your ad. Many thanks and best of luck!” 











to keep rubber free of oil and grease, 
protected from bright sunlight which 
breaks down its elasticity, and out of 
damp places if they want to get full 
service. Once the customer under- 
stands that rubber must be treated as 
carefully as leather, he takes pains to 
see that these footwear items are kept 
in good shape—and the longer ser- 
vice he enjoys creates good will which 
is bound to bring him in again.” 
* * * 
A Lift in the Air 

“the Rocker Sole at fashion’s finger- 
tips!—with a knowing eye on the new 
season, bullock’s-wilshire presents the 
‘rocker sole’!—shoes with cradle com- 
fort in their cushioned platforms, their 
‘rocking’ upturned soles, confidently 
squared heels — shoes to cheer your 
wardrobe throughout the day and eve- 
ning — shoes functional as an old- 
fashioned kitchen rocker, sandals fan- 
ciful as the gilt chair in the par- 
bh3 ss 

The above “uplifting” fashion pic- 
ture appears as the script of a recent 
shoe ad by Bullock’s Wilshire, Los 
Angeles. [Illustrated with the latest 
Spring models and an old fashioned 
kitchen rocker, it forecasts new things 
to come. 


April 4, 1942 


“An ‘Eyeful’ of Spring” 
(Castner Knott, Nashville) 
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Ten by six inch ad by The Harrys 
Department Store in “The Mobile 
Register.” 





Merchandising Hints 


1, Guarantee return postage on all 
undeliverable pieces when you make a 
mailing. It is the best way to keep 
your mailing list accurate and up-to- 
date. 

2. If you have any early season 
styles that-do not seem to be moving 
as fast as they should, make a list of 
them and give a copy to each sales- 
man. See that they put selling pres- 
sure behind these numbers. 

3. Hot weather will be here short- 
ly. You had better take a careful 
check on your supply of tennis shoes, 
golf shoes, moccasins, beach shoes, 
bathing shoes. The weather may be 
cool, but the Springtime has a habit 
of turning hot over night and the rush 
for hot weather foot wear may begin 
before you are ready. 

4. Nowadays, many department 
stores have in-the-store restaurants for 
customers and employees. How about 
an informal fashion show at lunch 
time of the latest shoe styles? 

5. Mother’s Day means big business 
in May lines. Plan now to make 
Mother’s Day (Sunday, May 10) not 
just a “day” but a concentrated two 
weeks selling period—shoes—slippers 
—hosiery—handbags. 





“Neat But Not Gaudy” 
Keynote of New Shoe Departments 


NEW MILLION DOLLAR DEPARTMENT STORE OF M. LICHTENSTEIN 
AND SONS, CORPUS CHRISTI, TEXAS, EMBODIES LATEST IN 


“NEAT BUT NOT GAUDY” is the 
general opinion on the shoe depart- 
ments in M. Lichtenstein & Sons’ new 


$1,000,000 department store in Cor- 


pus Christi, Texas. These air-condi- 


tioned show rooms are, without 
doubt, among the most beautiful in 
South Texas, if not in the whole 
Southwest. 

Adjoining the men’s wear depart- 
ment, in an extremely spacious alcove 
and under the able management of 
Mr. J. W. Ferguson, there is a unique 
show room carrying a full line of 
men’s shoes priced at $6.50 and up. 

Laid out in a semi-circle, this men’s 
shoe department is the epitome of 
neatness and cleanliness. Its fawn- 
brown, tufted leather covered walls 
are easily cleaned and served to mini- 
mize noise. This assures the clerk of 
the customer’s undivided attention 
while merchandise is being shown. 
The combination of fluorescent and 
direct-indirect lighting shows correct 
tone and color values with the least 
amount of objectionable shadow. The 
leather covered maple chairs har- 
monize perfectly with the walls. 

No ugly stock-boxes, covered with 
manufacturers’ and dealers’ heiro- 
glyphics, jar the aesthetic simplicity 
of the department. There are a few 
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by 
BRIAN GUILBERT 


The men’s shoe department 
occupies a spacious alcove 
adjoining the men’s wear 
section. Light tan, tufted 
leather covered walls strike 
a new note and serve the 
additional purpose of mini- 
mizing noise. 


MODERN DESIGN. 


displays about the department, but 
there is nothing to clutter it up. 

All reserve stock is neatly arranged 
on adjustable shelving in an ample 
stockroom just behind the depart- 
ment. An added feature of this stock- 
room is a rest room for the conve- 
nience of the staff. Here a clerk may 
wash up as frequently as necessary 
without being “off the floor” too 
often. The entrance to the stockroom 
is located in the center of the semi- 
circle. 

Mr. Ferguson, 30 years old and a 
native of Corpus Christi, has spent 
most of his working years in the shoe 
business. J, E. Corner, Montgomery 
Ward and Simon Cohen contributed 
to his early experience. He has been 
with M. Lichtenstein & Sons for the 
past five years. 

His department carries a full line 
of shoes for men. 

On the second floor, coupled with 
the ladies’ ready-to-wear department, 
is the ladies’ shoe shop. This is a 
rauch larger edition of the men’s shoe 


department. With identically the 
same fixtures, but covering a larger 
area, and with a seating capacity of 
sixty-five chairs, this department is 
another “show place.” ° 

C. K. Henderson, the manager, 
claims that this is the “fastest depart- 
ment he was ever in.” The conve- 
nient manner of arranging stock on 
adjustable shelves just behind the de- 
partment is the greatest single factor 
contributing to the “speed” of the 
sales. 

An exclusive hosiery bar and bag 
department is run in conjunction with 
the footwear. 

This department carries shoes rang- 
ing in price from $6.95 to $15.95. 
The play shoes are priced from $5.00. 
Two lines of house slippers complete 
the assortment. 

“Our departments are doing more 
business and better business largely 
because the fixtures and lay-out of 
the store are attracting business of 
the better class,” said Morris Lichten- 
stein, one of the present owners. 
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Timely Themes for 
Mother’s Day Promotion 
[CONTINUED FROM PAGE 17] 


fabric... or leather . . . under the arm 
bag is always a popular style, espe- 
cially in pretty colors for Summer 
clothes. 

Take hosiery. This item of women’s 
apparel has been so much in the news 
and is such a vital question that it 
should make a very good promotion 
piece and a popular present. By the 
end of April and the beginning of May 
a number of leading hosiery manufac- 
turers will have delivered their new 
rayon hose to the stores. Mother’s Day 
should be a good time to introduce them 
to your customers. A woman shopping 
for herself may not always think of a 
novelty when she can still get what she 
is used to. But a devoted son or daugh- 
ter looking for something new and in- 
teresting may be just the customer to 
snap up the new rayon stockings. They 
will make a present to gladden any 
mother’s heart, for they are pretty, 
sheer enough to be flattering, not any 
more expensive than the average silk 
stocking and ... they are the coming 
stockings. So any mother should be de- 
lighted to be among the. first to try 
them out. A certain amount of. cotton 
hose . . . from very fine English lisle 
to the heavier sports cottons, ribbed or 
plain .. . is also available. 

Take socks. Socks and slacks go 
together. An unusual demand for slacks 
should make socks unusually popular. 
You will find plenty of styles and colors 
from which to choose. All the pretty 
pastel colors in plain knit, ribbings of 
many kinds, very decorative, and mesh, 
are available. Cotton is the yarn, of 
course, for Summer. Some have folded 
over cuff tops, some have a closely fit- 
ting ribbed top which does not fold over 
into a cuff. 


Shoe Department Enlarged 


Houston, Texas—Levy Bros. shoe 
department has been moved from the 
baleony to the third floor which gives 
an increased floor space permitting the 
seating of 50 customers. The carpets 
and chairs are in a soft turquoise. All 
stock is concealed. 

A feature of the department is the 
co-ordinated displays which are mir- 
rored. These displays are smal] units 
featuring one or two shoes with hat, 
gloves and bag to match. 

The third floor at Levy’s will be com- 
pletely remodeled and _ co-ordinated, 
E. J. Moser, of the shoe department 
said. The millinery, ready-to-wear, fur 
shop, shoes, bags and accessories will 
be arranged so that the customer finds 
herself in a modern up-to-the-minute 
department co-ordinated to suit the 
needs of the shopper. 

Black patents, reds, petunias, golden 
crocodile and neutral beige colors are 
being featured for the Easter season, 
W. L. McLean, manager of the depart- 
ment said. 
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RETAIL SALES 
INDEPENDENT SHOE STORES 


Bureau of the Census 





Maison Blanche Remodels 


New ORLEANS, La.— The women’s 
shoe department of the Maison-Blanche 
department store here, has been given 
a new ceiling and other improvements 
in a recent remodeling program. Sales- 
people are doing a much better selling 
job under the new all-metal ceiling, 
which is dropped several feet below the 
old ceiling to conceal ugly pipes, air- 
conditioning ducts and pressure pipe. 
A combination of incandescent and 
fluorescent lighting tubes is concealed 
in flush panels along the ceiling, direct- 
ly over each row of fitting chairs, so 
that illumination is concentrated upon 
the feet of customers. The metal ceil- 
ing—one of the last to be installed in 
the country before priorities snapped 
up available steel—also is soundproof. 

















Mr. Wm. L. Hantman 


HEALTH SPOT SHOE SHOP 
17 E. OHIO STREET 
INDIANAPOLIS, INDIANA 


One glance at Mr. Hantman’s 
record shows that the store’s 
volume has enjoyed a steady 
upward climb year after year 
under his able management. 


There is no mystery attached 
to Mr. Hantman’s achievement, 
or the successful operation of 
Health Spot Shoe Shops all 
over the country. 


It is, first, a story of under- 
standing the opportunity that 
the Health Spot Shoe Shop plan 
offers, and, secondly, putting 
into the work the sincere ef- 
fort and enthusiasm that wins 
customers permanently and 
brings their friends in. 


In addition to a regular week- 
ly salary, the Health Spot Shoe 
Shop plan gives the operator a 
liberal share of the _ store’s 
profits; therefore, he benefits 
by building up that business 
to the best of his ability. 


NO INVESTMENT REQUIRED 


There are many opportunities 
for capable men to operate 
Health Spot Shoe Shops and 
capitalize on their ability. 


Send for an epplication blank - 
today if this profit-sharing plan 
appeals to you! 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











SELLING COSTS DECREASE 
WHEN TURNOVERS INCREASED 


The attainment of both objec- 
tives may well be regarded as a 
major achievement in any deal- 
er’s business career. Many things 
must engage your attention if a 
stockturn which reduces selling 
costs is realized. No factor can 
be more confidently relied on to 
contribute to the benefits desired, 
than 


KISTLER SOLE LEATHER 


A Balanced Tannage 


The better values, and better sales pos- 
sibilities in men’s shoes bottomed with 
this sole leather are what you need to 
help you realize every advantage. See 
the current styles of men’s shoes with 
outsoles of Kistler Sole Leather. Note 
the fine natural, or otherwise finished 
bottoms. Observe the trim edges which 
will not feather. “There are styles for 
every day and sport wear. 


Charles S. Sobelson 


MUSKEGON, MicH.—Charles S. Sobel- 
son, age 46, died suddenly at the Mercy 
Hospital, here. Mr. Sobelson was East- 
ern sales manager of the Muskegon 
Tanning Company, Muskegon, Michi- 
gan, and previously with the Nelson 
Tanning Company. 

Mr. Sobelson was connected with the 
leather and allied industries for over 
twenty years, and will be mourned by 
his many friends. He was a member of 
Geba Lodge, F. & A. M. Masons, and 
of the Free Synagogue, Flushing, Long 
Island, where Mr. Sobelson resided. He 
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is survived by his widow and five 
daughters. 


Footwear Keynote of Costume 


ROCHESTER, N. Y.—Footwear, rather 
than many dresses, is increasingly im- 
portant in creating diverse ensembles, 
Miss Harriet Couplin, noted stylist, 
emphasized at the Footwear Fashion 
Show at McCurdy’s recently. 

“Change your shoes instead of your 
dress. to be attired appropriately for 
different occasions,” is now expert fash- 
ion advice to women since footwear is 
the principal accessory in effecting a 


transformation—without a change of 
dress. 

That women are becoming increas- 
ingly aware of this fact was evident 
from the interest shown by 1000 wo- 
men who attended this show, and from 
the further fact that 35 of them carried 
away new pairs of shoes given as prizes 
for selecting the most appropriate 
styles of shoes for different costumes. 

When Leo Schulties, buyer for the 
shoe department, arranged for taking 
preference ballots on the most satis- 
factory shoe styles, he estimated that 
possibly 15 might select the styles which 
experts agreed would look best with 
certain costumes; that number was 
more than doubled. 

For a number of days in advance of 
the show the costumes were in the 
store display windows, with different 
types of McCurdy’s shoes—a three-piece 
spectator suit, a tailored business suit, 
a dressy afternoon costume and a 
sports outfit. 

The ballots, deposited in the shoe 
department, with the names and ad- 
dresses of the voters on them, aroused 
much interest which was intensified as 
the names of winners were announced. 

Miss Couplin, whose specialty is co- 
ordinating styles, is associated with 
Johnson, Stephens & Shinkle Shoe Co. 
of St. Louis. On a platform in the 
newly enlarged and refurnished shoe 
department at McCurdy’s she demon- 
strated the most effective types of shoes 
to wear with perhaps a number of cos- 
tumes—generally showing three differ- 
ent styles of shoes and accessories for 
each costume. 

For instance, a navy blue two-piece 
twill suit seemed ideal for street wear 
with low-heeled walking shoes and 
other accessories of the same color. But 
a “dressed up” appearance was im- 
parted through a change of shoes to 
high-heel ‘pumps of a different color, 
with appropriate accessories. 

“Suits which lend themselves to dif- 
ferent colors and styles in accessories 
have never before in history been so 
popular as this year,” said Miss Coup- 
lin. “Perhaps that is because shoes 
have taken on new importance since 
women are going to walk instead of 
ride this year.” 

Leather colors included blue, black 
and tan, frequently in combination with 
gabardine. While Spring footwear has 
plenty of artistry in design, it is sturdy, 
yet feminine, with plenty of pert bows, 
polka dot effects and multi-tone leather 
combinations. 

Closed wall toes and rather high 
pyramid heels seemed to find favor in 
the Spring styles shown. 


Adds New Men’s Shoe Section 


Oak ParRK, Itt.—One of the out- 
standing modern exclusive men’s shoe 
departments in this part of the coun- 
try is now under construction in Gil- 
more’s Department store here. The new 
shoe department is located in the men’s 
furnishing section of the store. 
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Vote to Give Green Light to Shoe Fair 





National Boot and Shoe Manufacturers Association Decides 
Plans Should. Go Forward for November 
Show in Chicago 


New York—Following discussions of 
the advisability of going ahead with 
plans for the National Shoe Fair, as 
previously announced for November in 
Chicago, which took place during the 
recent Style Conference and Leather 
Show, the National Boot and Shoe 
Manufacturers Association announced 
this week that its directors have de- 
cided the fair should be held. A state- 
ment was issued from headquarters of 
the manufacturers’ association in the 
Chrysler building expressing its atti- 
tude and the viewpoint of the National 
Shoe Retailers Association, as follows: 

“At a recent meeting of the Board of 
Directors of the National Boot and 
Shoe Manufacturers Association, con- 
sideration was given to the subject of 
whether or not the National Shoe Fair 
should be held in November, 1942. The 
National Shoe Fair has been success- 
fully conducted under the joint auspices 
of the National Shoe Retailers Associa- 
tion and the National Boot and Shoe 
Manufacturers Association for seven 
years; and mutual agreements had been 
entered into between the two associa- 
tions for the National Shoe Fair to be 
held in Chicago in November, 1942. 

“Mr. Jay O. Ball, president of the 
shoe manufacturers’ association stated, 
‘After. careful consideration on the part 
of the Board of Directors of the manu- 
facturers’ association, it was decided in 
view of mutual obligation involved that 
the two associations should go forward 
with the National Shoe Fair in Chicago 
in November.’ 

“*This decision was reached,’ it was 
said, ‘in the light of official statements 
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from various representatives of the 
Government that it was not the intent 
of the Government to interfere with 
trade gatherings; and various repre- 
sentatives of the Government, who have 
attended and participated in trade 
gatherings in our Industry, have stated 
that they found them helpful and con- 
structive.’ 

“Tt was said that the two associations 
had also agreed that the conditions of 
participation, to which manufacturers 
subscribe in connection with the Na- 
tional Shoe Fair, will contain a pro- 
vision for the refund of a pro rata of 
participation fees advanced, minus such 
necessary expenses as may be incurred 
by the Joint National Shoe Fair Com- 
mittee, if it should be found necessary 
to discontinue the National Shoe Fair 
because of events beyond the control 
of the two associations. 

“In commenting on this decision by 
the Board of Directors of the National 
Boot and Shoe Manufacturers Associa- 
tion, Mr. L. E. Langston, executive 
vice-president of the national Shoe Re- 
tailers Association, said it is obvious 
that trade gatherings such as the Na- 
tional Shoe Fair and our semi-annual 
Style Conferences and Leather Shows, 
are more important now, to both indus- 
try and government, than ever before. 

“Mr. Langston also said: ‘It is my 
opinion that the recommendations made 
by Mr. Harold F. Volk, president of the 
National Shoe Retailers Association, 
should be carried out. Mr. Volk’s sug- 
gestion at our Style Conference March 
23rd, 1942, was to the effect that we 

[TURN TO P4GE 48, PLEASE] 
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N. J. Lissak Joins 
John E. Lucey 


BRIDGEWATER, Mass.—Nathan J. Lis- 
sak, whose shoe background covers a 
period of about twenty years, has re- 
signed his position with the London 


NATHAN J. LISSAK 


Character shoe chain of New York City 
to become a member of the newly or- 
ganized firm of John E. Lucey Co. 

Most of Mr. Lissak’s experience has 
been with two of the country’s leading 
retail organizations—London and Flor- 
sheim — both in the New York metro- 
politan area. His activities included 
styling, merchandising, promotion and 
displays, and since both these retail 
chains are factory controlled; he ab- 
sorbed every phase of shoemaking so 
that he might be able to execute his 
ideas within practical factory require- 
ments. 

All of this retail experience, com- 
bined with his factory knowledge, 
makes an ideal springboard for his new 
connections and duties as stylist and 
sales manager for the new company. 
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Suggest Ways to Save Reclaimed Rubber 





Rubber Sole and Heel Manufacturers Cooperate to Cut Dead 
Inventory Stocks and Reduce Amount of 
Critical Material Used 


New York—The fear that the rub- 
ber you walk on will be as difficult to 
obtain as the rubber you ride on has 
been dispelled, for the present at least, 
according to the Rubber Manufacturers 
Association. 

The War Production Board is per- 
mitting normal production of rubber 
heels as long as they are made entirely 
of reclaimed rubber. As rubber heel 
manufacturers have always used re- 
claimed rubber to some extent in their 
product, the conversion to all-reclaim 
heels can be accomplished without seri- 
ously affecting either their quality or 
the volume of production. 

The chief problem now is to conserve 
as much of the reclaimed rubber as 
possible in order to make it available 
for other uses. 

In cooperation with the WPB, the 
rubber heel and sole industry has al- 
ready proposed various methods for the 
conservation of reclaimed rubber, and 
these are being put into effect. 

For one thing, your next pair of 
rubber heels may be available only in 
black. The industry is voluntarily dis- 
continuing the manufacture of tan, red 
and other special colored heels. This 
will cut dead inventory stocks almost 
in half. But more important, black 
heels give much better wear than col- 
ored ones, thereby ‘greatly increasing 
the amount of wear per pound of rub- 
ber used. Consumers will be agreeably 
surprised at how well a black heel and 
sole look on a tan shoe. 

Further substantial savings of rub- 
ber have been worked out by the heel 
and sole industry by the reduction of 
thicknesses and the re-design of their 
product to eliminate all non - essential 
uses of rubber in its manufacture. 
Heels are being made with larger 


“wells” and with “cores” of inert mate- 
rials such as wood and fiber, thus re- 
ducing the volume of rubber material 
in them. Soles and taps will be only 
in those thicknesses which give ade- 
quate service, sacrificing “for the dura- 
tion” the style factor which heretofore 
has required thicker rubber soles on 
certain types of shoes. Half-soling of 
shoes by the repairman instead of full- 
soling is also recommended to reduce 
rubber consumption. 

The use of all-reclaimed rubber for 
soles has been more of a problem than 
on heels, beeause much of the flexibility 
of hard composition rubber soles de- 
pends upon the use of crude rubber. 
While this problem has not as yet been 
entirely solved, especially in the case of 
work shoes and similar heavy types, 
the industry is endeavoring to develop 
satisfactory soles made from all -re- 
claim rubber. These will include soles 
for men’s and women’s general service 
shoes which are widely used by work- 
ers in factories, offices, stores, hospitals, 
etc. Greater use also will be made of 
corded soles on shoes which heretofore 
have used the hard composition type. 
Thus resilient heels and soles will con- 
tinue to contribute to the efficiency of 
workers through elimination of foot 
fatigue. 

In a normal year, Americans use over 
250 million pairs of rubber heels and 
more than 100 million pairs of rubber 
soles. To give equivalent wear of even 
the all-reclaim rubber products would 
require double the number of heels and 
soles made from the best of other mate- 
rials. To meet this demand for rubber 
heels and soles, using only reclaimed 
rubber—and as little of this as possible 
. . . that is the problem the rubber 
heel and sole industry is facing today. 





Offer Course in Shoe Fitting 


SAN ANTONIO, TEX.—A sixteen-hour 
course in shoe fitting is being offered 
by the San Antonio Tech Vocational 
Evening School, here. The purpose of 
the course is to provide better training 
for those who are entering the shoe 
business. With the increasing demand 
for shoe salesmen to replace those who 
have gone into defense work, many 
women are now serving as shoe sales- 
people, and the course makes it possi- 
ble for them to receive basic training 
before they look for jobs. 

The course meets each Thursday 
night for eight weeks. Among the sub- 
jects taught are foot anatomy, shoe 
construction, measuring the foot, sales- 


Wade M. Tull, representative of Dr. 
Scholl’s products at Sears, Roebuck & 
Company in San Antonio is instructor. 


New Dr. Scholl Shop Opens 


GRAND RapPips, Mich.—Grand Rapids 
newest shoe store opened here recently. 
It is the Dr. Scholl Foot Comfort Shop 
located at 152 Monroe Ave., N.W., in 
the Grand Rapids National Bank build- 
ing on Campau Square. 

The shop is similar to those located 
in Chicago, New York, Philadelphia 
and Los Angeles. The local shop is 
owned and operated by B. Van Hoeck 
who will provide complete Scholl serv- 
ice, ineluding a number of especially 
developed measuring devices. R. S. 
Boaz, a Scholl specialist, was here for 
the opening week. 


Avoid Leather Waste, 
WPB Warns 


WASHINGTON, D. C.—Shoe manufac- 
turers were urged today by Ben Alex- 
ander, acting chief of the Textile, Cloth- 
ing and Leather Goods Branch of the 
War Production Board, to use less 
leather in the manufacture of each pair 
of civilian shoes. 

“The time is here now,” Mr. Alex- 
ander said, “for shoe manufacturers to 
cut down on the amount of upper leath- 
er as well as sole leather that goes into 
every pair of shoes made for civilian 
consumption.” 

“Leather is necessary in so many 
military items that none of it should be 
wasted. Specifically, shoe manufactur- 
ers should abandon such wasteful sty- 
lings as high cutting patterns, over- 
lapping tips and foxings, cavalier style 
boots and other frills which waste 
leather and add to the price of shoes. 
Shoes can be made just as attractive 
without such waste of leather so urgent- 
ly needed for our Armed forces.” 


Report Progress in 
Fund Drive 


Boston, Mass.—The first of a series 
of weekly luncheon meetings of the 
captains and interested workers of the 
Program Book Committee of The 210 
Associates, Inc., in their drive to raise 
funds for their Annual Book, was held 
recently in the office of the association. 

The meeting was conducted by Wal- 
ter Reinstein, co-chairman of the com- 
mittee, and was well attended. Sub- 
stantial progress in their first two 
weeks’ effort, was reported by the cap- 
tains. 

The officers of the “210” have seen 
the dislocation of salesmen in many 
other lines due to the war effort, and, 
while this has not affected the shoe and 
leather industries to any extent yet, 
they realize that it is a condition that 
must be recognized and prepared for. 


Family Department 
In New Store 


PORTLAND, Me. — The newly con- 
structed store of the W. T. Grant Com- 
pany, here, which opened recently, in- 
cludes a complete family shoe depart- 
ment, under the management of Foster 
Champoux. The new shoe department 
occupies an area of about 300 square 
feet on the main floor of the new store 
and has 144 square feet of the latest 
in modern display counters. Mr. Cham- 
poux said that stocks of the department 
are complete with the exception of the 
extreme styles. 

Mr. Champoux comes to Portland 
from Albany, N. Y., and has been with 
the Grant Company less than a year. 
He was formerly, for several years, 
connected with the shoe departments of 
Montgomery Ward & Company. 
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Shoe and Leather Prospects 
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and Great Britain. United States imports of hides and 
skins in 1941] reached extraordinary levels and made it 
possible to satisfy military as well as commercial orders. 

Ship space is now at a premium and the transport 
of men, fighting equipment and supplies take prece- 
dence over everything else. Every ton that can fill the 
holds of freighters must be weighed on the scale of 
essentiality. Priority can only be given to the most 
critical materials and civilian needs always take second 
place. It is quite true that footwear is a basic necessity, 
but if shipping space is not available then consumer 
standards of need and perhaps even of comfort may 
have to be altered. The frequently prodigal stand- 
ards which were applied in a period of abundance are 
by no means the standards which necessity may dictate. 

When the outlines of our budget of supply and de- 
mand are seen it is inevitable that the government’s war 
agenciés must adopt means of controlling the distribu- 
tion of supply. By the end of 1941, only one such 
measure was found necessary, and that with respect to 
shearlings. Clothing for the Air Corps and for Arctic 
troops would take every wool skin produced in the 
United States and every skin which can be imported. 
Therefore, commercial use of shearlings was eliminated. 
The absence of any other curtailment or restriction 
order was a measure of how successfully our industries 
were able to cope with demand. However, the scope of 
restriction or control had to grow as military needs 
mounted, and two weeks ago a sole leather conservation 
order was issued by the WPB. Other orders governing 
other types of leather may be forthcoming, and their 
issuance will undoubtedly depend upon developments 
in the world battlefront. Curtailment of supply for 
commercial use may involve another type of control, 
and that is the allocation of available supplies in order 
to insure either equitable or necessary distribution . . . 

In view of these possible developments, we must be 
prepared to witness some degree of allocation with 
respect to hides and skins. With fewer hides or skins 
available for commercial use, the question would in- 
evitably arise as to how such curtailed supply should 
be utilized and distributed. The answer to this ques- 
tion may involve on the one hand an equitable distri- 
bution of raw material among tanners, and a deter- 
mination of the most essential products to be made 
from available leather on the other hand. 

You are aware, of course, of existing controls on 
prices of hides and leather. In June, 1941, domestic 
hides; calfskins and kips were placed under maximum 
price ceilings. On December 29, all leather prices were 
frozen under a schedule which established as the maxi- 
mums for each tanner or seller of leather the highest 
price prevailing between November 6 and December 6. 
These measures of price control determine for the tan- 

; [TURN TO PAGE 37, PLEASE] 
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Today men need the best possible shoes to give 
them “Foot Transportation” (copyright). So when 
you offer them a shoe that combines four scientific 
comfort features, sturdy construction and smart 
appearance, it’s no wonder they vote for Wright 
Arch Preservers every time. 


Leading in sales popularity this month is Stock 
No. 636 in the fast-moving moccasin style. The 
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super-flexible comfort. Both are being heavily 
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Stenchever Store Tripled in Size 


Interior of the new Stenchever store in Hackensack, N. J. Luxurious appointments 

and clever lighting units make this store one of the finest and most elaborate in 

the Stenchever group. Note the entrance in the background which permits day- 
light to come into the store. 


HACKENSACK, N. J.— After months 
of extensive building, the new Stench- 
ever Shoe Store at 188 Main St. recent- 
ly opened its doors to the public. More 
than tripled in size, the store now ex- 
tends from Main Street through to 
Moore Street and takes its place as one 
of the largest and most beautiful family 
shoe stores in the East. 

Max Bodner, president of the Stench- 
ever Shoe Stores, located in Hacken- 
sack, Paterson and Passaic, stated that 
this was the largest and most elaborate 
of all the organization’s stores. “In 
making this expenditure,” he said, “we 
evidence our faith in the future of the 
city of Hackensack as a growing shop- 
ping center.” 

Originally planned for completion by 
September 15, construction work on this 
new store was necessarily held up by 
defense priorities, and while a new 
front cannot be installed until condi- 
tions permit, the interior is complete. 
Massive in structure, the entire interior 
is a symphony in pastel colors and 
lighting effects. A combination of in- 
direct fluorescent lighting and direct 
flush-ceiling lighting provides the entire 
store with illumination which is ade- 
quate and restful. 

The latest type display fixtures are 
used throughout the store. The ap- 
pointments are luxurious, there is 
plenty of room to move about, and an 


‘ air of quiet distinction and efficiency 


prevails. While there are thousands of 
pairs of shoes visible to patrons in the 
store, there are concealed stockrooms, 
ingeniously arranged to hold more than 
40,000 pairs of shoes. The entrance to 
the store on Moore Street has been 
cleverly constructed in steel and glass, 
allowing an influx of natural daylight. 

Every department in the store has 
been proportionately enlarged. Notable 
among the changes is the men’s shoe 
department, which is located directly 
inside the Main St. entrance. The 
hosiery and bag department is now lo- 
cated in the center of the store. The 
women’s style and comfort shoe depart- 
ments are immediately adjoining, while 
the children’s shoe department is lo- 
cated directly inside the Moore Street 
entrance. Stenchever’s store chiropo- 
dist, Dr. R. Zingler, now has a suite of 
offices on the upper level of the new 
store, with separate direct entrance on 
Moore Street, as well as through the 
store itself. 

The stock, as well as the personnel, 
has been tremendously increased, in 
keeping with Stenchever’s vast ex- 
pansion program. Housed under one 
roof, there is a large and complete col- 
lection of quality shoes for men, women 
and children. 

A huge air conditioning plant has 
been installed, for both Summer and 
Winter operation. 





O’Connor & Goldberg 
Open New Unit 


Cuicaco, I11.—O’Connor & Goldberg, 
which operates a number of stores 


throughout the Chicago area, opened its 
14th unit recently. The new store is 
located at 2752 Milwaukee Avenue. The 
new’ store has men’s: and women’s shoes 
and also a complete women’s hosiery 
and handbag department. 
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ner what he can obtain for his product and any prefer- 
ence or allocation orders on raw material or leather 
would determine what the tanner can produce. 

It is not difficult to visualize that the measures taken 
or to be taken in the tanning indutsry must in the course 
of time entail broadly similar types of control for the 
shoe manufacturer. The industry produced in 194] 
about 495 million pairs of shoes, which was almost 70 
million pairs more than had been made in any other 
year. Output on that scale cannot be maintained, even 
though the flow of hides and skins to this country should 
not be diminished. More leather to the Army, Navy and 
Air Corps, more leather for our allies, means less mate- 
rial for civilian shoes. 

The potentialities of the leather supply situation are 
paralleled for shoe manufacturers by developments in 
other manufacturing supplies. Duck, twill, nails, ce- 
ments, machinery, and labor are not available in un- 
limited quantities. Restrictions on some of these prod- 
ucts have already affected shoe manufacturing opera- 
tions, and the facts, for example, about rubber supplies 
need no repetition. All of these factors and influences, 
therefore, tend to limit and to restrict production for 
civilian use. More than that, they make it essential that 


the industry conserve and use most efficiently whatever 
materials are available. 

The need may arise, in the first place, to direct the 
use of scarce materials into the most essential products. 
This may require that leather for civilians be utilized 
in a limited number of staple and essential types of foot- 
wear. While the value of arbitrarily fixing the styles or 
types which may be produced seems dubious, some 
means may have to be found to make certain that leather 
is used to best advantage. Perhaps the answer to the 
problem may consist in the production by each manu- 
facturer of at least one staple utilitarian style, without 
necessarily restricting the output of other types made 
from materials not in scarce supply. These possibilities 
are not consistent with the conceptions of volume which 
have ruled in the industry for so many years. The 
choice is no longer between volume and more volume, 
but between standards of value and utility. In my opin- 
ion, it would be extremely dangerous to the long term 
prospects of the shoe industry if any attempt is made 
to reconcile past conceptions of volume with a possible 
inadequacy of supplies. In normal times, the competi- 
tive drive to produce more shoes gave the consumer 
greater value in footwear than in almost any other prod- 
uct. Under the conditions of a war economy we can- 
not afford to waste materials and labor upon types of 
footwear which would have questionable utility. Far 
better, perhaps, to cut our shoes to fit the leather avail- 
able and thereby retain standards of value and quality. 
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If you want to assure yourself of enough cash 
to pay all taxes; insure continued sales and 


profits during the years to come—take a tip from thousands 
of other wise merchants and install a new Kawneer Store 
Front now! It’s a safe, sound investment that will work for 
you night and day. Get all the facts about Kawneer resil- 
ient construction. Check with your Kawneer distributor 
about the stock he has on hand for immediate use. 
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Add Men’s Shoe Department 


PROVIDENCE, R. I.—For the first time 
in the local store of Bond Clothes, Inc., 
163 Weybosset Street, a shoe depart- 
ment has been added. The department 
is a sizable one, having 15 chairs. It 
features Bond Guild shoes at $4.95 and 
$5.95 and Park Lane shoes at $6.95 to 
$8.95. 

The department is in charge of John 
D. McCarthy, previously manager of a 
W. L. Douglas Shoe Store in New 
Haven, Conn. The new department of- 
fered a free 18 in. zipper bag with each 
shoe purchase at its recent opening. 
Mr. McCarthy reports gratifying re- 
sponse during the opening days. 


x) 


“Hellzapoppin” at 
Shoe Store Opening 


PHILADELPHIA—Members of the fa- 
mous “Helzapoppin” chorus visited the 
new Dial Shoe Store at 938 Market 
Street, on opening day early this month. 
The girls were photographed being 
fitted with shoes and the photographs 
were used in effective advertisements 
to tie in with the firm’s slogan “Styles 
for the Stars.” 

“Whether the tie-up with the famous 
musical comedy created the interest, or 
whether it was the free handbag, the 
dominating size of the advertisement or 
the desire of the public for “Styles for 
the Stars,” or a combination of these 
factors, we will never know,” said M. 
Murray Vernick, of the Vernick Adver- 
tising Agency, which handles publicity 
for Dial Stores. “But we do know the 
new store enjoyed an opening such as 
the shoe industry hereabouts has rarely 
seen.” 


Pre-Easter Selling Levels 
For Popular Price Stores 


New YorK—Price levels of the larger 
chain stores in New York the last week 
before Easter show, for the majority, 
considerable increases over the same 
period last year. Prices at this time 
stand as follows: 


A. 8. Beck (women’s), $4.35; Kitty 
Kelly (women’s), $3.15; Ansonia 
(women’s), $5.98; Thom McAn’s 
(women’s), $3.30 and $3.95; (men’s), 
$3.85 and $4.20; Wise (women’s), $3.99; 
John Ward’s (men’s), $6.45, $7.95 
and $9.95; Regal (women’s), $4.95; 
(men’s), $6.60; Flagg Bros. (men’s), 
$5.40. 


_—_— 


Urges Foot Health as 
Aid to War Production 


St. Louis, Mo. — R. F. McCarthy, 
general manager of the Conformal 
Footwear Co., Division of International 
Shoe Co., recently. pointed out the rapid- 
ly growing need for proper corrective 
footwear among women and older men 
who are now becoming an important 
factor in our war production. He 
stressed the fact that this will result 
in greatly increased foot strain among 
a class of people who are subject to 
many food ailments due to improper 
shoes and who are unused to long hours 
of standing. 

Mr. McCarthy urged that shoe mer- 
chants recognize the growing foot 
consciousness among the public and 
help increase efficiency on the home 
front by sponsoring foot health cam- 
paigns, placing more emphasis upon 
properly fitting footwear, and by stock- 
ing more corrective shoes to meet the 
demand which is developing for these 


types. 





Inviting Front on New 5th Avenue Store 


New York—The new Julius Grossman Shoe Store, opened at 415 Fifth Avenue 
» moved to this location from 39th Street. The front is extremely attrac- 


recently, 
tive with its light face and curved windows; the 


glass doors permit the passer-by 


to see into the store, and provide an inviting aspect. The interior is furnished in 


solid walnut. 


leather. Shelving on the sides is broken 
rear Is a balcony which carries air-cond 


Walls are light green and the chairs are upholstered in green 


display niches and mirrors. in the 


tlonle 
Hioning equipment. At the center of the 


balcony appears the portrait of Julius Grossman, founder of the company. The 
basement contains reserve stock, a shoe repair shop, sh'pping room, employees’ 
ith 


res? room. 


Footwear for men, women and children is carried w 


the store 


specializing in comfort types. 
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Jacobs Represents 
Empire Last Works 
Boston, Mass.—Paul H. Jacobs was 
recently appointed to the sales force of 
the Empire Last Works branch of the 
United Last Company, 


representing 


PAUL H. JACOBS 


that concern in the Rochester area and 
Western New York State district, and 
assisting H. F. Loewer in that field. 

Mr. Jacobs is well known to the 
Rochester shoe trade, since he spent the 
past few years in the model room of 
the Empire Last Works. In addition, 
Mr. Jacobs brings to his new position 
the valuable experience of a number of 
years in both the Rochester and St. 
Louis units of the old Rochester Last 
Works, where he was thoroughly 
grounded in the fundamentals of last 
making. 


Philadelphia Merchants 
Adopt Resolutions 


PHILADELPHIA, PA. — A meeting of 
the Philadelphia Shoe Merchants’ 
Guild, held at the Hotel Adelphia this 
city on Thursday, March 26, brought 
out close to a hundred per cent attend- 
ance of the membership. The meeting, 
called for the purpose of general dis- 
cussion of retailing and selling under 
present war conditions, was, as usual, 
followed by a luncheon. 

T. Dun Belfield, president, occupied 
the chair. A general discussion of mat- 
ters pertaining to the trade took place. 
Among them was a consideration of 
standards of practice for the retail shoe 
trade as formulated by the Better Busi- 
ness Bureau of New York which was 
found, in most cases, to parallel. those 
of the Guild itself and the policy of 
the Philadelphia Bureau, so that no 
action or suggestion concerning it was 
thought necessary. 

A resolution put the Guild on record 
as endorsing the resolutions enacted in 
the sessions of the men’s, women’s, and 
children’s committees of the National 
Shoe Retailers’ Association style con- 
ference, held at the Hotel Waldorf 
Astoria in New, York on March 23-24; 
these resolutions provided for the pro- 
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duction of shoes as efficiently, eco- 
nomically and durably as possible with 
materials that are available, and the 
discouraging of any demand requiring 
the use of new equipment, dies, pat- 
terns or the like, that would serve to 
impede the war effort. It was also de- 
cided that, in order to relieve the de- 
livery service and thus conserve tires, 
gas and oil, representatives of the 
stores of Guild membership should be 
provided with a button to wear while 
on the floor, printed upon which will 
be a request for customers to take 
parcels with them. 

A. general discussion, informal and 


informative in character upon many 
phases of retail selling, conservation, 
and the pooling of information upon 
availability of accessory store supplies 
when shortages may occur in them, 
took up the remained of an interesting 
session. 


Frank R. Loveless 


Lisson, On10—Frank R. Loveless, 
45, salesman for an eastern shoe com- 
pany, died recently at Lisbon, Ohio, of 
a cerebral hemorrhage. Services were 
held in Cleveland. : 
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Portsmouth Store Modernizes 

PortsMouTH, N. H.—Noel’s Bootery, 
one of Portsmouth’s leading shoe estab- 
lishments, has added to its exterior 


attractiveness by installing new and 
larger display windows. 


Promotional page, “published in the in- 
terest of the public and the retail mer- 
chants of Cincinnati by the Cincinnati 
Enquirer” recently. Copy explains that 
feminine feet are 
“dashing off to comm meetings, 
training classes, defense activities". The 
new Spring shoes, it goes on to say, are 
“sane as well as vain. Dutiful as well as 
beautiful. Heels are down. Lasts are 
more comfortable. More and more of 
the shoemakers seem to realize that feet 
were made for one + - - and that 
shoes should ciso a: « See them at 
your favorite store . 





Advertise to Build for 
Future, Merchants Told 


MILWAUKEE—Leslie Hafmeister, ad- 
vertising manager for Weyenberg Shoe 
Mfg. Co., Milwaukee, has prepared two 
very interesting and practical port- 
folios of prepared advertising for the 
use of Weyenberg and Portage shoe 
dealers. These attractive books, 10% x 
14% inches in size, present all of the 
advertising and promotion material 
available to retailers of. these two lines 
of men’s shoes, including newspaper 
mats, cuts, signs, window display mate- 
rial and other dealer helps. 

Pointing out that shoe advertising in 
wartime requires a different slant, the 
introduction says: “Never before has 
it been quite so important to build for 
the future. Retailers with long-range 
vision—those who will be in business 
after this present crisis is passed—are 
safeguarding their future by increas- 
ing today’s business with sound, re- 
sourceful merchandising and advertis- 
ing.” 


Information, Please! 


A request has been received at Boor 
AND SHOE RECORDER offices for the 
sources of machinery suitable for pro- 
ducing alpargatas sandals of cotton 
cloth with rope soles. These sandals 
are now produced in some of the Latin- 


American countries. If anyone knowing 
where such machinery may be ob- 
tained will communicate with Boot AND 
SHOE RECORDER, Inquiry Department, 
100 East 42nd Street, New York City, 
it will be appreciated. 


Plan for Portland Convention 


PORTLAND, OrE.—George W. Mettler, 
president of the Oregon Shoe Travelers, 
has extended a cordial invitation to the 
trade to attend the convention which 
will be held at the Portland Hotel, May 
30, 31, June 1, 2 and 3. A men’s ban- 
quet is planned for Saturday evening, 
May 30. Well-known entertainers will 
be present, and it is expected that the 
evening will be a most successful one. 
Reservations for the banquet may be 
made by writing to the Portland Hotel. 


Miss Elaine Goodell Sought 


Prudential Insurance Company of 
America, Newark, N. J., wishes to lo- 
cate Miss Elaine Goodell. Miss Goodell’s 
father, Omar S. Goodell, was formerly 
employed as shoe buyer, and at one 
time resided at 4112 Cass Street, 
Omaha, Neb. 

If any of our readers knows the 
whereabouts of Miss Goodell or of her 
father, we should appreciate their hav- 
ing her get in touch with the Pruden- 
tial Insurance Company. 


Shoe Men Inducted for 
Army Service 

NEw ORLEANS, La.—Samuel Viner, 
and Hays Pegrean, assistant manager 
and salesman respectively for the men’s 
shoe department of Maison-Blanche de- 
partment store, here, have left the store 
for army duty, according to John Kent, 
department manager. The Maison- 
Bianche shoe department is soon to be 
remodeled, and will increase fitting 
chair capacity by ten persons, accord- 
ing to Mr. Kent. 


Mrs. Bertha Lefkowitz 


PATERSON, N. J.—Mrs. Bertha Lef- 
kowitz, widow of David J. Lefkowitz, 
prominent Paterson shoe man, died 
here recently. She had suffered a 
stroke about ten days before her death. 

Mrs. Lefkowitz, the former Bertha 
Cohn, was born in Paterson 67 years 
ago. Her parents operated a clothing 
store in that city. Her husband, up 
to the time of his death, operated a 
shoe store on Market Street which is 
now operated by her son, Irving J. 
Lefkowitz. 

Mrs. Lefkowitz was a member of the 
Hebrew Ladies’ Benevolent Society, the 
Sisterhood of the Barnert Temple and 
the Barnert Temple. She is survived 
by her son, Irving J., owner of the shoe 
store; one daughter, Mrs. Adele Salz- 
man; two sisters, Miss Ray Cohn and 
Mrs. Samuel Bauer; a brother, Jacob 
Cohn; and four grandchildren. Burial 
was in Mt. Nebo Cemetery. 
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Field and Aviation Beots. 


FO 
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COOPERATING 
100% WITH 
NATIONAL 

DEFENSE 


* 


Certain of our materials are already 
restricted, and others are being added 
from day to day, but we are constantly 
experimenting with available new ma- 
terials to keep up the high quality of 
our foot appliances and still not inter- 
fere with the Defense Program. 


* 


The Scott LINE of 
OT APPLIANCES 


THE STRAIGHT LINE TO MORE SALES 


We are still able to supply our 
customers with our complete line 
of metatarsal pads and appii- 
ances—hand-made by expert 
craftsmen—priced to make you oa 
good profit. Order from Scott's 
for prompt delivery. 


Scott Foot Appliance Co. 
OMAHA, NEBRASKA 








Unique Display Draws Crowds 


WasasH, IND.—F. A. Guynn Shoe 
Store, here, recently installed a window 
display which attracted much attention 
in the community. They ran an ad in 
the local paper, asking the women of 
Wabash to bring in any pictures of 
their husbands, brothers, friends who 
were in service, so that these photo- 
graphs could be shown in the store win- 
dow. A week later they trimmed the 
window with eighteen photographs 
which had been received. Each day 
from then on five to fifteen additional 
photographs were brought into the 
store for this purpose. At the end of 
the second week the store devoted an 
entire window to showing the 210 pic- 
tures which had been received in re- 
sponse to the ad. 

The store checked the number of 
passersby who stopped to examine the 
window. It was found that from six to 
fifteen people were looking in the win- 
dow at all times from 9 a. m. to 9 p. m., 
and that many made repeated trips to 
see whether any new photographs had 
been added. 


Observe 50th Year 


MINNEAPOLIS, KAN.—Templin’s Shoe 
Store, here, celebrated its 50th anni- 
versary recently. In 1892, Grant Temp- 
lin opened the first store selling shoes 
only in Minneapolis. Since that time, 
the store has grown and prospered. Mr. 
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Templin is still active head of the busi- 
ness. 

No formal observance of the anni- 
versary was held, because of the na- 
tional situation. 


Store Suffers Fire Damage 


GREEN Bay, Wis. — Clabots Shoe 
Store, here, suffered damage amount- 
ing to approximately $20,000 in a re- 
cent fire which ruined new Spring 
stocks. It is believed that the fire was 
caused by the “flashing back” of an 
automatic oil burner. 

Loyal Clabots, owner of the store, is 
putting in a new stock of Spring shoes, 
and plans to reopen the store shortly. 


Travelers Show Color Films 


Detroit, Micu. — Michigan Shoe 
Travelers’ Club had a showing of color 
motion pictures of themselves at their 
recent party, at Northwood Inn, near 
Detroit. Color films were taken at the 
inauguration of officers last Winter, 
and were run off at this meeting, at- 
tended by around 100 members and 
their wives. Pictures were remarkably 
successful, and were enjoyed by all 
present. 


Enlarges Bag Division 
Houston, Texas—The Fashion shoe 


department has enlaged its bag division 
which occupies the East end of the sec- 


ond floor. Nat Katz is now manager, 
replacing Jules Mosow who enlisted in 
the Navy. The department has been 
enlarged 33 per cent. The displays are 
attractive and in harmony with the 
keeping of the shoe section. 

This will be a colorful season, Mr. 
Katz believes. Higher styled shoes are 
definitely in the picture. Casual foot- 
wear, play shoes, are tremendous sellers. 
Light and airy shoes are going excel- 
lently. Pimento, bon bon green, shock- 
ing and canary are all good this season 
in Houston. Alabaster, in alligator and 
patents, is excellent in this section of 
the state. 


Alphonse Verlaque 


New ORLEANS, La.—Alphonse Ver- 
laque, 75, well known in the shoe circle 
here, having operated one of the largest 
shoe stores below Canal Street, New 
Orleans, with his brother Joseph for 40 
years until his retirement five years 
ago, died recently at his home. 

He made frequent trips to Boston 
and other shoe markets, and was well 
liked by the traveling shoe men. 

Mr. Verlaque, a native of New Or- 
leans, was a member of Osiris Lodge 
No. 300 Free and Accepted Masons and 
of the Grand Consistory of Louisiana. 
Surviving him besides his brother, are 
his widow and a sister, Mrs. Honorine 
Depré. 
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HELP WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








PURCHASING AGENT 
WANTED 


PURCHASING AGENT WANT- 
ED BY LARGE SHOE MANU- 
FACTURER; must have experi- 
ence in buying materials for 
Women’s Style Factories. Write, 
giving age, experience, etc. 
Address 488, care 
BOOT & SHOE RECORDER 


100 East 42nd Street 
New York, N. Y. 














LINE WANTED 


E_XPERIENCED SAL ESMAN wants Men's 
or Women’s line — Men's preferred — for 
New England territory. Western line prefer- 
red. Address Box B-449, Boot & Shoe Re- 
corder, 140 Federal Street, Boston, Mass. 








WANTED: MANUFACTURERS LINE OF 
HARD SOLE SLIPPERS by well known, 
experienced, salesman Metropolitan and _ sur- 
rounding territory, catering to chain stored, 
department stores, and mail order houses. Com- 
mission basis. 
production per day, and price: dime: 
£471, care Boot & Shoe Recorder, 
421d Street, New York, N ta 


Address 
100 East 


SALESMAN “HAVING LARGE FOLLOW- 

ING among best Department Stores arid 
Chains in Metropolitan New York area desires 
line of Men’s Casual Shoes, Slippers, ete. Can 
produce quick results; strictly commission basis. 





Address 2460, care Boot & Shoe Recorder, 190 
Y ‘ 


East 42nd Street, New York, N. 





FOR SALE 


H'!GH CLASS FOOT HEALTH BUSINESS 

established over twelve years—owner retir- 
ing—Small Stock and office fixtures; low over- 
head; for particulars: Suite 227, Security 
Building, Pasadena, California. 








F Qury SHOE STORE, South Western 

d eighteen years; clean. 

ne. stock: good location, Address £487. 

care Boot Shoe gn eeten. 100 East 42nd 

Street, New " Yorke " 5 
. ive" 





In reply state your capacity of!" 


_ 





EXPERIENCED SHOE SALESMAN, have 

buying experience; age 45; retail or whole- 
sale. Address $486, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y 





YOUNG MAN, married, draft exempt, desires 

position as Manager of small) Department 
Store or Department in large store in South; 
10 years’ experience; now employed as Manager 
of Dry Goods Store; would consider traveling 
with shoe, line in South. Good references. 
Write: J. E. HARRIS, COTTON PLANT, 
ARKANSAS. 























PARTNERSHIP WANTED 





RETAIL pecs SALESMAN, with $1500. 
will consider partnership in a- shoe. store. 
Address $478, care Boot & a Recorder, 100 
East 42nd Street, New York, ¥. 





BUSINESS OPPORTUNITY 





2 
UNUSUAL OPPORTUNITY for Children’s 
Shoe Manufacturer; 2000 Gross High Qual- 
ity Pearl Shoe Buttons; Assorted Colors; Price 
$1 per Gross. Further details write to: K. B. 
Novelty, 239 West 39th Street, New York City. 








CASH 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadeciphia, Pa. 
Phone Lombard 2002 














BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks 
Branded or unbranded. Generous prices. 

Write, wire or phone. 


BARSH & CEASAR 
19 N. Fourth St. Philadelphia, Pa. 


Phone Market 














WE BUY 
Retail 
hees such as 
Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Oross, Nunn-Bush, Ete. 
IRVIN BU BI IN 
“The House of Jebe”’ 
89 Reade St., Cor. Chu 
Phone Barclay 17-7887. New York City 











SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 it ines 
2a surplus or Ae) stocks 
Visit cnaee new Sombtanes 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 

















SHOE STORES WANTED 
FOR CASH 


Men's, women’s, children’s shoes retailing 
$5.00 and up. eee: Ses: ea 


79-8 
Unusual references on request 








= 





CLASSIFIED ADVERTISING RATES 

The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per 

charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified fe aaa is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in adva 
&@ Advertisements for this page mast be in our New York Office on Friday of the week preceding publication “2 


Sey 


word. Minimum 
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HOTELS 





HOTEL ATLANTIC 
A convenient downtown hotel with 
reasonable rates from $2.25 up. 
CLARK NEAR JACKSON 
CHICAGO 

















Vote to Give Green 
Light to Shoe Fair 


[CONTINUED FROM PAGE 33] 


should have two important meetings a 
year, one for the spring season and one 
for the fall season, possibly in Novem- 
ber and May, where the entire industry 
will gather, thereby creating a concen- 
trated market.’ 

“Mr. Volk’s recommendation,’ con- 
tinued Mr. Langston, ‘has met with 
wide approval by both manufacturers 
and retailers; and many have expressed 
the belief that it offers a very practical 
solution to the industry’s problem in 
regard to Shoe Shows.’” 


Contracts Let to Last 


Manufacturers 


Boston, Mass.—Contracts to manu- 
facture 14,340 pairs of lasts of the type 
used in making cold climate, blucher- 
cut boots for the Army have been an- 
nounced at the local Quartermaster 
Depot. The price in the case of all con- 
tracts is to be $1.95 per pair; the total 
amount involved is $27,963. “a 

Contractors are: United Last Com- 
pany, Boston, 4200 pairs; Jones & Vin- 
ing, Ine., Brocton, 1320 pairs; Arnold 
Bros. & Co., East Weymouth, Mass., 
4140 pairs; Woodard & Wright, East 
Bridgewater, Mass., 1440 pairs; George 
E. Belcher Co., Stoughton, Mass., 1080 
pairs; Vulcan Corporation (Brockton 
branch), 960 pairs; and McNichol & 
Taylor, Inc., Lynn, 1200 pairs. 

Announcement also has been made 
that on April 10, informal bids will be 
opened on one lot of 20,004 pairs of 
boots for parachute jumpers. Outside 
rubber taps for the soles for these 
shoes will be furnished by the govern- 
ment to the individual contractors. Com- 
plete delivery is to be made in not more 
than 90 days after awards are received. 


Dunn to Manage 
Ben Becker Store 


INDIANAPOLIS, IND.—Ralph T. Dunn 
has been appointed manager of the Ben 
Becker shoe store, 20 North Pennsyl- 
vania Street, exclusive distributors in 
Indianapolis for Selby Arch Preserver 
and Vitality shoes. Mr. Dun has spent 
eighteen years fitting shoes, coming to 
this city from Decatur, III. 
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To Hold Party and Dance 


He has appointed John 
E. Graham chairman of the committee 
of arrangements, with James Gibbons 
chairman of the tickets committee and 
James E. Green chairman of the com- 
mittee on prizes. 


lodlion Names for New Shoes 


Los ANGELES, CALIF. — Three new 
shoes have been added to the line of 
Hollywood Skooters manufactured by 
the Vogue Shoe Co. All three shoes 
have a Californian Indian motif, so 
they will be kriown to fhé*trade by the 
names “Ramona,” “Little Flower,” and 
“Indian Love Call.” Seymour Fabrick, 
president of the concern, just back from 
an Eastern trip, found a ready accept- 
ance for these new numbers. 


Shower Clogs for Soldiers 


St Louis, Mo.—Though most shoe 
retailers in this area feared that news 
of the Japanese attack on Pearl Harbor 
would mean an end to gift business in 
footwear to be sent to “our new army,” 
there has been no visible. letdown and, 
actually, an -increase in this business 
during late December and March, ac- 
cording to W. B. Jackson, men’s shoe 
buyer at Famous-Barr. 

“Naturally it is a bit difficult to 
tiagnose the military market’ because 
the holiday season immediately followed 
the outbreak of war,” Mr. Jackson ex- 
plained. “However, we are sending out 
as many pairs of slippers, clogs, and 
moccasins for easy camp wear as we 
did before December 7th. The accent 
now is not on the lounging type of foot- 
wear, but more on practical comfort 
types which the soldier can enjoy while 
still in training or relaxing in the 
evening.” 

Outstandingly. successful from the 
gift standpoint have been wooden 
shower clogs, as well as Indian type 
moccasins which the store has been sug- 
gesting for gift use for more than a 
year. The shower clogs, because of the 
layout of 63 men in barracks buildings, 
are almost a necessity for boys who do 
not wish to risk foot infections, and this 
fact is emphasized to many gift-pur- 
chasers who are not sure what draftees 
and other soldiers would most appre- 
ciate. Clogs have fitted this purpose 
admirably. Along with these two ‘items, 
Famous-Barr store has sold quantities 
of shoe-shining kits consisting of polish- 
ing cloth, polish; brush, and khaki 
cover; this was a record sales creator 
through the Christmas holiday period. 
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e 
VINCENT EDWARDS 
World's largest advertising 


342 Madison Avenue, New York City 














Capital Retailers Report Heavy 
Volume on Military Styles 


WASHINGTON, D. C.—In the forefront 
of the present trend toward military 
type shoes is, naturally enough, the 
shoe market in the nation’s capital. Not 
only men in uniform, but civilians as 
well are going for trim military styles, 
with merchants reporting that from 20 
to 40 per cent of their volume on mili- 
tary type footwear is Béihg sold to 
civilians. as 

The volume in women’s uniférm shoes 
is not so marked as yet as that in 
men’s, although it is definitely on the 
upturn. For men, the monk has proved 
to be extremely popular, in tan, in the 
dark brown of the Marine Corps and 
in black for the Navy. Plain toed lace 
oxfords are also extremely popular. 

Commission arrangements with post 
exchanges at the many military camps 
in the Washington vicinity have also 
meant the moving of a huge volume of 
these shoes by Washington merehants. 

Business on these types has been 
fairly well spread, with all dealers get- 
ting their share. Buying habits of the 
men in uniform in this city seem to 
differ little from those of civilians. 

Washington women are only now be- 
ginning to buy in volume the specially 
designed oxford for defense workers. 
Black and tan calf oxfords, most with 
laces, have for some months been in 
great demand, however, with low heels 
increasingly popular. It is apparent 
that buying of these shoes is inspired 
by defense work, when they are con- 
trasted -with the high colors and sandal 
effects which are now so very popular 
in Washington. 
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Dates to Remember 


Monthly Shoe Buyers’ Days, Michi- 
gan Shoe Travelers’ Club, Hotel 
Statler, Detroit, Mich. 

April 6, 7, 1942 


Annual White Shoe Show, Greater 
Buffalo Shoe Retailers’ Associa- 
tion, Hotel Statler, Buffalo, N. Y. 

April 12, 13, 1942 


NATIONAL FOOT HEALTH 
WEEK. April 20-25, 1942 


Introduction of Fall Footwear Fash- 

St. Louis Shoe Manufac- 

turers Association, New York 
City. May 4, 5, 6, 7, 1942 


Volume Shoe Manufacturers’ Fall 
Soenine. Hotel New Yorker, New 
ork. May 3, 4, 5, 6, 1942 


ona States Shoe a Hotel 
Morrison, Chicago, Ill. 
May 17, 18, 19, 20, 1942 


Annual Shoe Show, Iowa National 
Shoe Travelers’ Association, Hotel 
Chamberlain, Des Moines, Ia. 

May 17, 18, 19, 1942 


Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 
May 24, 25, 26, 1942 


Convention, California Shoe Retail- 
ers’ Association, Hotel St. Francis, 
San Francisco, Cal. 
May 24, 25, 26, 27, 1942 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association, 
Portland, Ore. 

May 30, 31, June 1, 2, 1942 


Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 

June 14, 15, 16, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 


Fall Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. July 6, 7, 8, 1942 





Open New Leeds Store 


Los ANGELES, CAL.—In opening the 
beautiful new Leeds Shoe Store, here, 
at 731 South Broadway, announcement 
was made in one full page ad, as well 
as two-third pages in the Herald-Ex- 
press, This store marks the opening of 
the 15th store in the Southern Cali- 
fornia Leeds chain operated by Edison 
Bros. Co. In all, Edison Bros. operate 
about 50 West Coast branch stores, all 
of which have been opened during the 
past eleven years. 

A new type of fluorescent lighting is 
used in this new store which brings 
what is practically daylight inside. 
Deep luxurious carpet and comfortable 
upholstered chairs offer the ultimate in 
shopping comfort. The white marble 
front and the architectural lines of the 
entire front make a most actiaaten and 
attractive effect. 


Joe Arenson is general manager of 
all Pacific Coast Leeds stéres. Argle 
Gentry is manager of the new store. 
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Shoes made over UNITED LASTS 
enjoy the quality of FITNESS and 
FIT. Our years of effort to produce 


and grade lasts with uniformity and 


i . BROS. CO. 
precision have been rewarded with Autre, Maine 


UNITED LAST CO. 
Mass. 


a reputation for making the best 
T. W. GARDINER CO. 


Lawrence, Mass. 


fitting lasts in all sizes and widths STEWART & POTTER CO. 
Brooklyn, N. Y. 


EMPIRE LAST WORKS 
Rochester, N. Y. 


Silt jn 


KRENTLER BROS. CO. 
MARBRIDGE BLDG = 
UNITED LAST CO. LTD. 


) ee A GD Montreal, P. Q. 


in the history of the industry. 


UNITED LAST COMPANY 


: it— Sty ea Laks a 


140 FEDERAL STREET + BOSTON, MASSACHUSETTS 





AMERICA’S DESTINY RESTS WITH ITS YOUTH 


A merican boys are the healthiest, happiest m 
d best shod boys in the world, anid th ( P S 
can be depended upon to meet any emer. Every erberich- ayne 

gency. American mothers have long realized 


that good shoes contribute to a great degree 
to the health and well being of their sons, 


and they have created for Gerberich-Payne 

Shoes a fast growing market. National De- 

fense has brought new interest to our boys’ f , 
foot health, and has made Gerberich-Payne y Y 

a still more logical source for high grade Jonorical 


boys’ shoes. Finer styling, more careful work- 
manship and highest grade materials make 
Gerberich-Payne Shoes—Gerberichs, Stride 
Rite, Junior Arch Preserver, and Official 
Boy Scout Shoes—the safe line on which to 


build your future and your reputation. 


STYLE No. 729 
Boys’ White Buck Lace Oxford 
with Brown Veal Trim, Renown 
Last, Rubber Heels, Oak 
Soles, Widths A to D. 





